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will you 


when .the first 
cold blast of winter 
blows in a “storm” 
of orders... 


have all your tanks and 
your customers’ tanks full 
of Warrengas or Gulftane 
by early this fall. 


Contact our nearest Sales Office. 






GULFTANE 


@ LP-GAS brorane 








Hackney vapor-phase filling means 
more stops...more gallons delivered per day 


LP-Gas tank truck operators who supply customers Hackney shoulder-mounted tanks enable driver and 

with Hackney system tanks can earn more profit. customer to read the float gauge easily. All Hackney 
Hackney popular shoulder-mounted tanks equipped tanks are quality-made and exceed minimum ASME, 

with separate fill valve fill directly into the vapor phase. NBFU requirements, and carry UL listing. 

That means faster filling—with more stops per truck There’s a Hackney system tank to meet every cus- 

per day, more gallons delivered and a corresponding tomer’s need. Sizes: 250 to 3360 gallons (W.C.). 

cut in over-all delivery costs. Now with 114” Chek-Lok For complete specifications, write to the address 

in bottom opening for liquid transfer or evacuation. below, or see your Pressed Steel Tank representative. 


Hackney systems are engineered and tested for filling efficiency in special LP-Gas laboratory, specifically designed for that purpose. 
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why do the better-known companies 
use vapor meters? 








VAPOR METERING 
BUILDS 


PROFITS 
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...and vapor 


metering 
will improve your 
profit picture 
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If vapor metering is good for the leaders in the 
LP-gas industry, doesn’t it stand to reason that 
it will benefit you? The better known companies 
all run good, profitable operations. Their pub- 
lished financial statements prove this. So con- 
sider their records, then think! 

Think how metering can help your profit pic- 
ture—by adding to your storage capacity—by 
cutting down on gas losses—by streamlining truck 
routing—by making it easy for your customers 





to pay, and pay promptly. Why Rockwell meters are best 
Now is the time to get full len iitess on all The clean - = of these ape aluminum res tell vom 
if 
the advantages in metering. Write for bulletin he quality of your service. You can use them with profit to 
ADV-41. Rockwell Manufacturing Company, measure from tanks, bottles or piped systems. This meter has 
° ample capacity for practically all domestic services ... up 
Pittsburgh 8, Pa. to 240,000 Btu's per hour. 


LP-GAS VAPOR METERS 


another fine product by © 


ROCKWELL 
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BASO PILOT BURNERS 


perfectly mated for low-capacity gas appliances 
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HORIZONTAL 
MOUNTING 








© Low gas-consumption pilot burners 
@ Easily mounted on various bracket designs 
® Replaceable inlet fittings for different fuel gases 


Baso low gas-consumption pilot burners virtually 
meet every design requirement for small appli- 
ances, such as water heaters and space heaters. 
Any one of a Series of Baso pilot burners provide 
good flame stability, positive ignition over a 
wide range of gas pressures and ambient tem- 
peratures. 

One of the B or C Series pilots can give you 
either horizontal, vertical, or inclined mountings. 
Each has a variety of tips... furnace-brazed 
mounting brackets which hold the pilot tip 


BASO INC. 


right where it belongs... replaceable inlet fit- 
tings for different fuel gases—manufactured, nat- 
ural, and liquefied petroleum. Low consumption 
for natural gas is in the 550 and 650 Btu/hr. 
range. And all the pilots accept the standard 
orifice fittings for 4" tubing and 4%” or 4" pipe 
pilot gas lines. 

Do you need help to solve your appliance con- 
trol and application problems? Call ny Baso 
sales engineer, today! For more product infor- 
mation, WRITE 


MILWAUKEE 1, WISCONSIN 
Dept. SB-6 





BUTANE-PROPANE News 





CONTENTS « AUGUST 1959 
- Volume 21 - Number 8 








Winterizing What price adequate storage?...... 2.2.2... cece eeeeeeeeeeecee 27 
It's too late to build large additional storage facilities for the coming winter, but 
efficient use of what you have can cut costs by one-third. 

Temperature compensating meters.............+2seseeeeeeeesss 30 


The perennial winter problem of vapor meter gas losses has been licked by the tem- 
perature compensating meter. LPG dealer Thermogas Co. is preparing for the coming 
winter by installing 1500 of the new units. W. W. Clark 


“Paintenance" is success-key for LPG business..................+ 34 


By its very nature, the LPG business is highly dependent upon “paintenance"—mainten- 
ance through proper painting. A paint expert covers all aspects of “paintenance.” 


Michael E. Spatz 
Two-way cylinder leasing... .........sccccccccccccccscccsecece 4 


Thanks to a two-way cylinder-leasing program, Palm Gas Service Inc. is ready for the 
coming winter. The firm leases two-cylinder packages under a newly-inaugurated plan, 
then leases them to its customers. Edward G. Dickson 





Transportation Reviewing the basics of truck selection and care...............-. 46 
Picking the right truck for the job and observing fundamental maintenance procedures 
can mean more gas delivered at lower cost. 
A tank manufacturer offers truck tips. .........--.ceeeceecceeeee 48 
As both a tank manufacturer and a veteran LPG dealer, J. E. Allen is in an ideal 
position to offer advice to transport and bobtail buyers. Ken Kirkpatrick 
Transport, bobtail manufacturers continue war on weight......... 52 


For this latest dispatch on this continuing battle, BPN sounded out the manufacturers, 
found more and more of them are using more and more T-I steel. Advances also 
continue on other fronts in the weight war. 


Preventive maintenance keeps fleet rolling around the clock........ 58 


When the schedule calls for it, all of Griffith Transportation's trucks can be kept 
rolling on an-around-the-clock basis, thanks to a thorough preventive maintenance 
program. 





Other Features Unique installation uses 34 wall heaters.........-..-2+eeeeeeeeee 66 
One large central heating unit would seem to be much more desirable and economical 
than a large number of small wall units. Yet, just the opposite was true in this case. 

Hausgas marks 20th year with successful range promotion........ 70 


» Because of the promotion Hausgas expects to sell more gas ranges in 1959 than any 
other year it has been in business. 








«* 
Power LPG solves many problems around large orchard................. 9% 
. The accent is on orchard sprayers, but a fork lift and a vast irrigation system have 
also been converted and sixteen vehicle conversions are on the way. 
William T. Harper 
Departments Advertisers’ Index ...... ; j 106 Highlights Tr rtren yg ee he ee on 13 
Associations ......... , 84 CR ORIE Fins Wh 0s «UA ntaetedsscce OF 
Behind the Scenes ......... te ee WE: os. bie Se 72 
Beyond the Mains ................... 25 PES EIEN is cee iins 99 
Cans - bee sch eae con pu ee FR I das BUS RES vehicceavcovant 97 
a. EES Se pee a Washington Report .................. 23 
What's New in Products and Trade Literature...............0 0 ccc cece eee eee eees 87 


AUGUST, 1959 3 





BULK STORAGE 


Providing maximum LPG storage for your customer's 
security is one of the best ways possible for you to 
gain and hold customers. The cost is practically noth- 
ing! The steel propane storage tank on your lot is 
worth just as much today as it was ten years ago 
... and it will retain its value. 


@ Haul Extra Gallons 
Each Trip 


@ Deliver Extra Gallons 
Each Trip 


@ Work Fewer Hours 


@ Reduce Overtime 
Costs 


@ Drive Less Miles 
@ Earn More Money 


.. + The Nor-Tex 
Way! 


WRITE, WIRE 
OR PHONE 
FOR PRICES 


PRODUCTS 
COMPANY 


National Sales Agents for 


Haul More Gas...Less Steel 
Than Ever Before! 


All Nor-Tex Delivery Equipment embodies the newest 
development in sleek, LIGHTWEIGHT, streamlined twin 
or single barrel LPG Delivery Units featuring original 
Nor-Tex ALUMINUM SKIRTING and CABINETS. Exclu- 
sive Nor-Tex engineering designs have produced ideal 
balance and drastically reduced over-all gross weight. 
Side or rear cabinets on these new lightweight units 
are optional and are arranged to fit your individual 
requirements. 


WE ARE TRUCK DISTRIBUTORS 


As authorized new truck distributors Nor-Tex can save 
you hundreds of dollars on Internationals... Chevrolets 
. ++ Fords ... GMC's and Dodges. Order any unit you need. 
You can't beat a Nor-Tex deal for all-around valve. 
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OF THE RICH LP GAS 
MARKET CAN BE YOURS 


...With Low Cost Woof Quality Equipment 


Whatever your needs in LPG equipment there is a safe, 
profitable, factory tailored Nor-Tex unit ready for you. 
We are truck distributors and we manufacture LPG Truck 
and Transport Tanks, all types of LPG Tractor and Motor 
Fuel Tanks, Portable LPG Filling Stations, Trailer Tanks, 
LPG Storage and Domestic Tanks, Farm Carts and Anhy- 
drous Ammonia Tanks, all built by men with years of 
Butane-Propane bulk plant experience. Let Nor-Tex help 
you boost profit and slash delivery costs with High Flow 
piping ... faster loading and unloading units. 


May we help you? Phone, wire or 
write today! Interested attention, 
peri d i and helpful 
suggestions are yours for the , 
asking. A 





4 BIGGER PAYLOAD 
DELIVERY UNITS 


e STANDARD TWIN 
e PAYLOAD SPECIAL 
e CUSTOM TWIN 

e DELUXE TWIN 


AS TANK CO. 
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A PLAN TO mitt EVERY wEtOr 


2500 WG Units Weigh Under 23,000 Ibs. Loaded 


Every bulk plant operator is interested 
in these four new, sleek, LIGHT- 
WEIGHT, streamlined, twin or single 
barrel Nor-Tex LPG Delivery Units with 
their high flow plumbing. Even 3000 
WG units and over are within the 
18,000-Ib. axle limit. 


For day in, day out efficiency, durabil- 
ity, payload, fast loading, high rated 
delivery, perfect balance and appear- 
ance Nor-Tex delivery equipment can’t 
be beat. Nor-Tex engineering has 
greatly reduced over-all weight. 


P.O: BOX 1219 
DENTON, TEXAS 
DUpont 2-5416 














4a} ee << 
OS Si 


- 








The compactness of 

Mitey Joe is schematically 
shown in this 

two-stage installation. 
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FIRST STAGE REGULATOR 


Most effectively combats regulators’ worst enemies, freezing and dirt in the 
line. Also permits smallest hood of any first or single stage regulator. 


Here is high volume first stage pressure reduction 
in a compact, simply constructed regulator. The 
Fisher Mitey Joe R300 has only six internal parts. 
Streamlined design and the few parts used in con- 
struction of the R300 minimizes the freezing problems 
of older type regulators both at the orifice and in 
the low pressure section. 


IF IT FLOWS THROUGH PIPE ANYWHERE IN THE WORLD...CHANCES ARE IT'S CONTROLLED BY... 





Mitey Joe is approximately 214” square, 2” long. 
Yet, the R300 is ample for any two stage regulation 
system having capacities up to 1,250,000 btu/hr. 
(500 cfh propane). It has %4” NPT inlet by 14” 
outlet connections. The outlet pressure setting is 
10 pounds—needs no field adjustment. Write for 
complete information. 


cISHER 


" Controls 





SINCE 1880 


FISHER GOVERNOR COMPANY  arsnattown, iowa 
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Interested in 
“cutting” time? 


For General Use buy 
RIFaID Heavy-Duty 
Pipe Cutters 


Factory tested for perfect 
tracking, here’s your best cut- 
ter buy for hand use. Extra- 
long shank protects threads, 
Five Sizes ; gives fast, easy adjustment. 
for “s’’ to 6”” : Large handle for sure grip. . . 
’ more leverage. Strong, special 
malleable frame won’t bend 
or warp. You'll also need the 
RIGeatO Wide-Roll Cutter, 
that tracks perfectly at high 
power-drive speeds, and the 
RIFAID 4-Wheel Cutters, 
that give quick, clean cuts in 
tight pleces with only quarter 
turns. 


For Tubing and 
Thin-Wall Conduit 
buy RIFaID 
Tubing Cutters 


Exclusive fold-in reamer on 
Nos. 10, 15 and 20 protects 
hands and pockets. . . reams 
full cutter capacity. Single 
thin-blade wheel gives quick, 
clean cuts. Rollers smooth tub- 
ing ready for soldering. 

Only special No. 315 is 3- 
wheel cutter for fast cuts in 
hard-to-get-at places. > 


Five Sizes 
for 4s" to 4”” 


There's ao RIGID Cutter to save you time 
on every job. Call your Supply House today! 
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COMPANY 


GETS THE 






COMPANY A 
DRIVER ON THE WAY VIA 2-WAY RADIO 


MOST ORDERS ? 














COMPANY B 
DRIVER WAITING TO CALL IN 


When service is your business 
MOTOROLA 2-WAY RADIO MAKES THE DIFFERENCE 


Motorola 2-way radio keeps you in constant contact with 
every vehicle . . . beams drivers directly to the nearest job 
...or reroutes them for an on-the-way pickup. It gives 
you control and maneuverability never before possible. 
Mobile radio control 
eliminates the costly time 
your drivers waste, park- 
ing, waiting and phoning- 
in. Motorola 2-way radio 
pays for itself, saves the 
out-of-pocket cash you’re 





% 


Wes 


~ 





spending on wasted gas, oil and vehicle wear for unnec- 
essary ‘‘dead heading”’ and backtracking. 

Because you can deliver better service at lower cost and 
get in more calls each day, you gain a strong competitive 
edge over conventional “‘phone-in” firms. To get the most 
for your money, you'll want the radio that gives you the 
lowest operating cost and highest reliability. That’s what 
you get with Motorola 2-way radio—job-proven in tens of 
thousands of applications. And with nearby factory- 
authorized service, you are assured of continuing peak 
performance. Write or call for full facts today. 


M OTOR OLA 2-WAY RADIO 


a Motorola Communications & Electronics, Inc., 4501 Augusta Bivd., Chicago 51, Ill., 


SPaulding 2-6500 A Subsidiary of Motorola Inc. 





MOST 
COMPLETE GAS HEATING AND AIR-CONDITIONING LINE 
FROM ONE RELIABLE SOURCE 


The broad field 


BUTANE-PROPANE News_ serves 
just one industry—LPG. From 
coast to coast and border to border, 
it’s a pretty well unified group. But 
there are differences of opinion and 
operating methods, which is good, 
because it’s what makes the world 
of business go around. 

The most striking of these dif- 
ferences are regional. 

Take the West, for instance. 
Proud of their pioneering heritage 
(although most of them first made 
their way west in a Domeliner ‘or 
a DC-7), the “natives” like to think 
of themselves as “progressive.” 
The East, on the other hand, is 
characterized by conservatism, or 
in the words of an easterner, “‘wis- 
dom” and “judgment.” Then there’s 
the South, and—well, you know 
a how Texans are. There’s simply no 
Q walt ty room for argument. The Midwest 
since is solid as a rock, quiet, unobtru- 
sive, harder to pour into a mold. 

When you’re publishing a maga- 
zine, you strive to reflect all these 
differences. You can’t do it while 
sitting on your overstuffed execu- 
tive chair. So you get out in the 
field—a “field” that’s roughly 3000 
miles wide and about 1500 miles 
deep. 

It takes a heap of traveling. BPN 
attacks it from both sides, the East 
Coast and the West, and the editors 
ooccasionally meet in the middle. 
We all put on thousands of miles 
every year—tens of thousands, in 
fact—just to keep tab on what’s 
making the industry tick. 

How much time does this con- 
sume? Between one-fourth and one- 
third of the working year, we’ve 
found. For example, so far this 
year, in the first 27 weeks, the edi- 
tor (from the West) has been on 
the road 84% weeks. That’s just a 
half a week shy of one week in 
CHATTANOOGA. ROYAL COMPANY — sen cas . 

mmm. onder what happene 
CHATTANOOGA 6 i to that half a week.... 
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plus 
GLASSLINER 


IT’S NOT TALL f IT'S 
NOT {.] SHORT - 
IT’S NOT FAT 


IT'S NOT {| THIN 


| IT’S JUST RIGHT! 
AMERICA’S MOST BEAUTIFUL 
COMPETITIVELY PRICED 


Look over them all. GLASSLINER stands out 
ahead in sales appeal. Exclusive new cast iron 
burner permits the low silhouette, Glasslined 
and galvanized in 20, 30 and 40 gallon models. 
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furnace itself, 
Coleman's 


ele} alomelel-1-m see] 8 
best selling 





The Coleman Company, Inc./ Wichita 1, Kansas 
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The nation's economy bustled into s er with almost all segments going at 
&@ boom or near-boom clip. The industrial segment paced business activity 
with new highs that were 4 per cent above the 1957 pre-recession peak. New 
home construction remained at a rate which--if continued--would produce a 
record 1.34 million new homes in '59. Retail trade was running about 10 per 
cent ahead of '58. For consumers, all this had a triple effect: employment 
reached a record high of 66 million, unemployment was down to 3.3 million 
(lowest in 18 months), and the purchasing power of the average worker hit 
an all-time peak, some 10 per cent over last year's figure. 


This happy pace is reflected in gas appliance sales. In a speech prepared 
for a Canadian gas association meeting in late June, GAMA President Edward 
A. Norman said: "I see a new vigor in our industry--all along the line, in 
the laboratories, production lines, advertising and promotional offices, on 
the sales fronts, and in the national association's activities." Norman's 
speech included several industry figures for the first five months of '59. 
Included were: central heating equipment, up 29.3 per cent; water heaters, 
up 16.9 per cent; and gas ranges, up 12.5 per cent. 





Hottest item in ranges continues to be the built-in. Sales for the first 
five months ran 63 per cent ahead of last year. May shipments added up to 
28,900 units, an increase of 10,800 over May '58. The five-month tally for 
built-ins was 121,600 units; for free-standing ranges 673,800, giving a 
five-month grand total of 795,400 gas ranges. 





The five-month heating equipment sales picture shows a generally upward 
trend. Most types of equipment showed substantial increases: furnaces, up 
357.6 per cent; vented recessed wall heaters, up 28.9 per cent; floor fur- 
naces, up 9.4 per cent; unit heaters and duct furnaces, up 9.6 per cent; 
and miscellaneous direct heating equipment, up 13 per cent. The only nega- 
tive aspects were conversion burners, which dropped 12.6 per cent, and 
boilers, which showed no change from '58. 





Hot water heating should receive a real boost, however, if current plans of 
two manufacturers meet with the expected success. The Permaglas division of 
A. 0. Smith Corp. in mid-July announced plans to "pursue vigorously the 
expanding hydronic home heating market." The plans call for “an aggressive 
approach...that includes the introduction of the completely new 1959 Perma- 
glas gas-fired boiler line, a special series of country-wide sales sessions, 
and supplemental literature and supporting material unsurpassed in the 
field." Another manufacturer, Peerless Heater Co., has launched a two-boiler 
promotion to take advantage of groundwork laid by national campaigns on 
behalf of the two-car, two-TV-set, two-radio family. Two boilers, according 
to Peerless, make sense in today's odd-shaped floor plans and add prestige 
and resale value to the home. 





2D HIGHLIGHTS 


The industry's fantastic sales growth pattern was pointed up in mid-July by 
the annual report of Suburban Gas Service Inc. of Pomona, Calif. For the 
fiscal year ending April 30, sales totaled $11,379,000, a whopping 36 per 
cent gain. Net profit rose from $868,000 to $1,069,000. The growth continues 
with another Suburban announcement--of the cash purchase of six distributing 
plants in New Mexico (at Espanola, Chama, Gallup, Grants, and Santa Fe) 

and Colorado (Denver). 


LPG's significant strides in the carburstion field are evidenced by first 
quarter tes Showing LPG-powered wheel tractor sales are growing 15 times 
faster than those of wheel tractors as a whole. LPG wheel tractor sales 


were up 31 per cent, as compared to 2 per cent for all wheel tractors. There 


is still a long way to go, however, as LPG models accounted for only 5 per 
cent of the total. 


Safety-wise, June was the blackest month in LPG history. Twice during the 
month, newspaper headlines blared out the sad tale of mass death through 
LPG explosions. Until all final reports are in, comment is presumptuous, 
save to say that an inestimable amount of accelerated public relations work 


will be required to overcome this safety setback and, safety should continue 
to be the prime consideration in all transport thinking. 








Hard on the heels of the Georgia disaster came the announcement that the 
Maryland State Roads Commission had completely banned transportation of LPG 
through the Baltimore Harbor Tunnel. A previous ruling had prohibited LPG 
as cargo, but the new interpretation bans it as a fuel, either for the 
vehicle or for its heating or refrigeration units. The ruling followed the 


acquittal of a man arrested for driving an LPG-refrigerated truck through 
the tunnel. 





Underground storage continues to make news. This month (August), Cincinnati 
Gas & Electric Co. will begin storing propane in a 100,000-bbl underground 
cavern near Middletown, Ohio. And in early July, Omaha's Metropolitan 
Utilities District approved a contract for a 150,000-bbl cavern to store 
propane for peak-shaving. 


Another big handli facility announced is a half-million dollars LPG 
barge terminal to ~ completed within 90 days along the Mississippi River 
in Chicot County, Ark. The 600,000-gal. installation will serve five states 


-~-Arkansas, Louisiana, Mississippi, Tennessee, and Alabama--with LPG barged 
from Lake Charles, La. 


A reco 183 dealers were added to the National LP-Gas eres in less than 
2% months, the Council announced in mid-July. Reason for the membership 
boom is the Council's $100,000 Win-A-Home Sweepstakes. As long as Sweep- 
stakes material holds out, new dealers will be accepted for the tie-in. 





David Alex Garrick, 48, president of Cherokee Labs Inc. (Tulsa oil firm and 
parent compauy or vank-manufacturing Cherokee Steel Co.) was one of four 
killed when his light plame crashed in Missouri, early in July. Also killed 
was William A. Wood, vice president of Cherokee Labs. 


iphone from overseas relate two veh eat ie soo eepeen tts Unknown in 
out rica as a motor fuel, G is now available there for carburetion 
purposes and is expected to become extremely popular, having a 335 per cent 
price advantage over other fuels. Arabian American 0il Co. announced that 

a $5% million plant on the Persian Gulf of Saudi Arabia, to be completed in 


one year, will be the first to produce refrigerated (-25 deg. F.) LPG for 
tanker shipment. 














Gallonage UP ae 


but NET down 
then try ANCO now! 
































improve Your L P Gas Storage and 
Handling Equipment the ANCO way 


Anco can handle all or any Profit can’t stay up if you are handicapped by inadequate 
part of an LP Gas plant, new or storage, inefficient layout and slow transfer equipment. 
modernization project, on land 


Engi 5 P 
Or ‘water. Two plate shops snd Anco Engineers will help you make an operating survey of 


complete warehouse stocks en- your plant. If remodeling or higher capacity equipment will help, 
able ANCO to meet delivery an Anco engineered plan is immediately available — complete to 
requirements and competition. the smallest ell or tee. 
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MANUFACTURING & SUPPLY CO. 


ANCO has the answer to Tulsa, Oklahoma @ 21st at Union @  LUther 4-6187 
increased profits, ask us first. Memphis, Tenn. — 241 Industrial Avenue — Whitehall 6-1694 
East St. Louis, Ill. — 6503 St. Clair Ave. (Hy. 50) — Express 7-0200 


Des Moines, la. — 327 Insurance Exchange Bldg. — CHerry 4-5347 

















4 cu. ft.—32%” H- 21%” W- 25%” D 
6 cu. ft.—43%” H- 2356” W-27%”" D 


lhe new 


NORCOLD 






The food storage area has been increased in the 

new slim line NORCOLD refrigerator without increasing 
the cabinet size. Now... years ahead styling 

combines with years ahead features in the perfect 

unit for small kitchens, bars, dens, doctors’ offices, motels 
or all locations where built-in installations are 

desirable. Your customers are looking for this compact 
refrigerator...look into it yourself! 


a hum oF vibration 


ing to wear out 3 
push button simplicity 


SILENT — never 
nO MOVING PARTS — noth 


“gront lighting with 
iP IGNITER — fron 
pos ROL — guards your food 





ADJUSTABLE TEMPERATURE CONT | 

100% SAFETY SHUT OFF CONTROL — automatic protection 

RIGHT OR LEFT HINGED DOOR — permits simple reversing a 

FEATURES — cross top freezing—egg rack—adjustable shelves iiide concerns 
WARRANTY — on the entire refrigeration unit ealigey 

10 YEAR g VAILLANT tanxcess 


PARTS AND SERVICE — nationwide INSTANT Wal ER 


HEATE 





























Gas evaporators made 
for maple syrup 
Michigan 

We have a customer making 
quite definite plans for putting in 
a new evaporator for making ma- 
ple syrup. He now uses wood and 
coal and would like to go to L. P. 
gas but only information he has 
received is on fuel oil. 

We consider this to be quite a 
large operation with approxi- 
mately 3000 trees tapped. The only 
experience we have had with gas 
to an evaporator is the common 
drilled or raised port burners un- 
der flat or corrugated pans which 
we understand would not begin to 
take care of this job. 

The evaporator he has in mind 
is 6 x 18 ft and will boil 450 gal. 
of sap per day with fuel oil. We 
figure this would probably require 
a power burner or burners. 

If you have any information 
that would help us as to who to 
contact or previous experience, we 
would appreciate a reply. 

D. D. L. 


There are several installations us- 
ing LPG as the fuel to produce maple 
syrup. 

One installation is described on 
pages 62 and 64 of the February, 
1956, issue of BUTANE-PROPANE 
News. 

This installation is owned and op- 
erated by Chester A. Wilson, of Rock 

Many of the evaporator manufac- 
Springs, Wis. 
turers supply gas burners with their 
evaporators for syrup production. 
Some of the manufacturers who have 
gas burner equipped evaporators: 

Corcoran Mott & Co., 7th and 
Myrtle Sts., Louisville, Ky.; Vermont 
Evaporation Co. Inc., Ogdensberg, 
N. Y.; The Leader Evaporation Co., 
Burlington, Vt.; Zalle Bros. & John- 
son, 800 Locust St., Wilmington, Del. 

The following companies manufac- 
ture gas burners which may be used 
to fire evaporators: 

North American Manufacturing 
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Co., Cleveland, Ohio; Weskin Prod- 
ucts Inc., 38th Road, New Castle, 
Ind.; Bryant Industrial Products 
Corp., 17700 Miles Ave., Cleveland, 
Ohio; Maxon Premix Co., Muncie, 
Ind.—Ed. 


Cooking fumes cause 


most discoloration 
Iowa 


A customer who installed a pro- 
pane furnace last fall, says her 
windows constantly collect a brown 
film. She says this problem started 
with the heating season, and she 
feels related to the propane heat. 

The lady has an exhaust fan 
over her range; so she doesn't 
think this brown film comes from 
cooking. There is a cold air regis- 
ter directly opposite the range, 
about 8 ft. away. 

Our dealer did not install the 
furnace, but it appears to be in 
working order. The heating com- 
pany that did install the furnace 
has checked the combustion cham- 
ber for leaks, but none can be 
found. 

Until someone can find the an- 
swer to this “brown film” the cus- 
tomer will suspect propane heat. If 
you have any suggestions, we 
would certainly appreciate hearing 
from you. 

H. C. 


By making a few careful observa- 
tions your customer can prove to her- 
self that the brown film is not caused 
by the propane heating system. It 
comes from cooking fumes, smoking 
and extremely fine dust or other im- 
purities in the air. 

Fumes from cooking will not move 
directly to the exhaust fan. It is dif- 
ficult to observe the movement of air, 
but if some oil or grease in a frying 
pan is heated until it smokes it can 
be seen that the smoke does not go 
directly to the fan. Some will, but 


most of it will eddy away and circu- 
late around the room, even into other 
rooms of the house. 

The same effect can be observed 
when boiling a pan of water with the 
exhaust fan operating. Cold window 
panes and walls will soon be coated 
with condensed water vapor. 

Persons moving around the kitchen 
keep the air constantly in motion. 
Air currents or drafts cause the 
fumes to move about the room. Even 
with a good hood over the stove 
fumes, will escape to the room. 

The fan cannot exhaust air from a 
room or house any faster than fresh 
air can enter. Provision should be 
made for some ventilation. 

You mention a cold air register in 
the kitchen. I assume it is connected 
to a central heating system. If so, 
it will help circulate the cooking 
fumes throughout the entire house. 

An exhaust fan is a big help in 
removing odors and fumes, but it 
cannot immediately eliminate all of 
them. 

Engineers are well aware of the 
behavior of gaseous fluids under con- 
ditions like this. 

The fumes and moisture-laden air 
circulate through the house and 
when they contact a cold window the 
oily or greasy fumes and moisture 
condense on these surfaces. The film 
will appear whether the cooking is 
accomplished by gas, electricity, oil 
or wood heat. It will be more notice- 
able during the winter than in the 
summer, because the windows and 
walls are warm and there is more 
ventilation in the summer.—Ed. 
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Possible causes of 
regulator fluctuations 


Montana 


We would appreciate your advice 
as to the cause of a troublesome 
regulator suddenly surging to 15 
or 20 oz of pressure while operat- 
ing an L. P. gas furnace. It is 
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used aS a secondary unit, being 
supplied from a 1000 gal. propane 
tank equipped with a high pres- 
sure regulator set to deliver at 
about 20 Ib pressure. 

The secondary regulator will op- 
erate for quite some time at nor- 
mal pressure—then suddenly will 
go to the higher pressure, causing 
appliances to flare up for a mo- 
ment. The excess pressure is then 
released through the vent in the 
regulator and returns to normal 
operating pressure. It is all the 
more baffling since this is the sec- 
ond regulator we have installed on 


this job, the first unit operating 
just as this one does. 
Could you please advise us as to 
the cause and cure? 
L. C. D. 


The secondary regulator may not 
be at fault. There are some items 
which should be checked on it, how 
ever, before going farther. Probably 
you have already checked them. 

1) Dirt or other foreign matter 
may be momentarily stopping the 
regulator orifice and getting under 
the seat. It then has to open wide in 
order to supply the demand and can- 
not lock up quickly, especially if a 





NEW 3'D’ 


on-the-floor warmth 


ONLY with Magic Chef 


gas space heaters! 


x< 


MagiCarpet Heat spreads from both sides as well os 
the front of the heater—fills every corner of the room 


wall-to-wall. 


it's “‘3-dimensional" warmth and it's exclusive! 


OLD STYLE HEAT LEAVES COLD ZONES 


soft foreign matter sticks under the 
seat. Inspect the orifice and valve 
seat for evidence of foreign matter. 

2) It is possible that the vent be- 
comes stopped with ice or snow and 
causes the pressure to build up un- 
til it reaches the relief valve setting. 
Then the pressure cleans the obstruc- 
tion from the vent. 

3) Water may enter through the 
vent and load the diaphragm. 

4) The regulator may be in a lo- 
cation where sudden gusts of wind 
may cause the pressure to build up 
on the diaphragm. This does not seem 
probable because of the high pres- 
sure you mentioned in your letter. 

The above pertains to the secondary 
regulator. Here are other items to 
check: 

1) Place a pressure gauge in the 
line between the primary and sec- 
ondary regulators and observe the 
action there. 

2) It is possible the primary regu- 
lator is freezing or otherwise mal- 
functioning, causing sudden fluctua- 
tions in pressure. 

3) Moisture or L. P. gas may be 
condensing in the line between the 
two regulators. At 20 psig butanes or 
other heavy ends may condense. When 
a sufficient quantity is formed it may 
move through the secondary regula- 
tor as a slug of liquid. Due to the 
sudden reduction in pressure and 
moving into a warm pipe the slug of 
liquid vaporizes faster than the fur- 
nace can use it. It then raises the 
pressure in the low pressure line to 
the relief setting of the secondary 
regulator. The primary regulator, due 
to dirt or freezing, may deliver at 
high pressures into the line between 
the regulators. This increases the 
probability of condensation. If the 
tank pressure drops below the 20 
psig setting of the primary regulator, 
then condensate is almost certain to 
form in the line between the regula- 
tors. If a section of the line sags at 
the inlet to the secondary regulator 
and is exposed to the atmosphere, 
then condensate can form at the en- 
trance to the secondary regulator and 


will pass through the secondary regu- 
lator when the furnace calls for gas. 

4) Be sure the pipe or tubing feed- 
ing both regulators is arranged so 
that condensate can run back to the 
tank, or back into the underground 
piping from the secondary regulator 
inlet. 

5) Reduce the pressure setting of 
the primary regulator as low as pos- 
sible (10 psig or less), providing how- 
ever, that the pressure is sufficient 
to move through the line and secon- 
dary regulator and provide 11 in we 
pressure.—Ed. 


Profits come BIGGER and faster! 


an exclusive feature to sell . . . a great name to help you selll it. 
GET AN EARLY START — MAIL COUPON TODAY! 


| WONDER WARM CO. © 4101 Charlotte Ave. © P.O. Box 1184 © DEPT. BP Nashville, Tenn. 


| | would like to have, without obligation; more information about the exclusive “'3-D" heat 
{ feature and the profit story of Magic Chef WONDER WARM space heaters. 
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10...20...25 years without interruption... 





Over 20% of Shell’s LP Gas Distributors have been constant contract 

customers for Shell Propane—for ten to 25 years without interruption. 
Year after year, Shell has maintained a 100% delivery record to all its 

propane customers. This achievement stems from one important policy: 
Shell contracts to sell propane only within its capacity to produce. 


Let a Shell Representative show you why it pays to be a Shell 
Propane contract customer. 


[---] SHELL OIL COMPANY 


Albany ¢ Atlanta « Baltimore « Boston « Chicago « Cleveland « Detroit « Indianapolis « Los Angeles 
Minneapolis « New Orleans « New York « Portland, Oregon « Sacramento « St. Louis « San Fr s 4 
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"Salamanders" should have 
safety shutoff devices 


Minnesota 
Can you tell me where we can 
obtain L. P. gas-fired salamanders, 
or heaters, for use in keeping plas- 
ter, concrete or plumbing from 
freezing in unheated buildings dur- 
ing cold weather? 
W. W. C. 
There are a number of companies 
which manufacture L. P. gas sala- 
manders or similar type portable 
heaters. See the advertisements in 
this magazine and the listing in the 
BPN Catalog. 


Some of these portable heaters may 
be found with thermostatic controls 
included. 

Caution should be exercised in the 
use of these heating devices. They 
should be equipped with 100 per cent 
safety shut-off devices so no gas can 
escape if the pilot flame is extin- 
guished. 

No heater employing an open flame 
should be used within an enclosed 
space unless provision is made for 
adequate ventilation. Unless adequate 
ventilation is provided, the flame will 
use the oxygen from the atmosphere 
until there is not enough for complete 
combustion. It will then cause the for- 





Eliminates 

Hazard 
of Leakage 
or Spillage 





NO TOOLS REQUIRED 


APPROVED BY 
UNDERWRITERS’ 
LABORATORIES 
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DISCONNECTED 
Closed valves in Socket 
and Plug provide i- 
tive shut-off on both 
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PARTIALLY ENGAGED 


Coupling sealed by O’Ring 
— while valves remain 
closed. No possibility of 


SN 


NN Soe 
Poe, « : — 


FULLY ENGAGED 


With Socket and Plug fully 
engaged to insure positive, 
foolproof connection, valves 
flow or | 





open to permit free flow of 
gas. 





Specifically designed for LP-Gas line connections, Hansen GRL Couplings 
completely eliminate the hazard and annoyance of leakage or spillage of gas. 
To connect (no tools required), you merely push the Plug into the Socket — 
all the way. To disconnect, just turn sleeve — Coupling instantly and auto- 


matically shuts off both ends of line. 


Sockets available with 14” female pipe threads. Plugs available with 44” female 


pipe threads. 
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QUICK-CONNECTIVE FLUID LINE COUPLINGS 


MANUFACTURING COMPANY 
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CLEVELANT Hi¢ 





mation of carbon monoxide and even- 
tually the burner flame will extin- 
guish. 

Ventilation is also needed if drying 
is required during the heating proc- 
ess. Without ventilation the water 
vapor from combustion and that driven 
from wet materials will soon saturate 
the air and cause the walls and other 
materials to become wetter than be- 
fore the heater was started. An ex- 
change of air is necessary in order to 
carry the moisture away.—Ed. 
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Electric boys are 
telling tall tales 


Montana 

The electric companies in this 
area are making quite a bid for the 
heating load. 

They are telling their customers 
that they can heat their houses for 
less with electricity selling for 1 
cent per kwh than they can with 
propane selling at 18 cents per gal. 

Is this true? 

R. D. B. 


The electric companies are incorrect 
if they say they can heat a home for 
less selling electricity at 1 cent per 
kwh than when heating with propane 
at 18 cents per gal. Also, be sure that 
1 cent per kwh is the total price and 
look out for connected load rates in 
the summer months. 

One kwh is equivalent to 3412 Btu. 
Assume that all the heat from the 
kwh becomes useful heat for the 
home. This is questionable. 

The AGA efficiency requirements 
for boiler and forced warm air fur- 
naces is 70 per cent. They will do bet- 
ter. A gallon of propane contains 
91,600 Btu or more. At 75 per cent 
efficiency, 68,700 Btu will reach the 
room as useful heat, and at 70 per 
cent efficiency 64,120 Btu will then 
reach the room as useful heat. Then, 
68,700 divided. by 3412 equals 20.2 
kwh hours to equal the heat delivered 
from 1 gal. propane burned in a cen- 
tral heating system at 75 per cent ef- 
ficiency and 64,120 divided by 3412 
equals 18.8 kwh. 

Remember we have given the elec- 
tric supply full credit for 100 per cent 
efficiency which is doubtful by 2 or 
3 per cent, while we have taken mini- 
mum permissible AGA approval ef- 
ficiency. Most appliances will do at 
least 2 to 3 per cent better.—Ed. 
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Nationwide, 
profit-minded 

gas heater dealers 
are saying, 


—Here’s why...and how you, 
too, can ride on the Safti-Vent profit train 


In January, Safti-Vent reviewed its sales 
curve and found it to be the sharpest-rising 
in the entire heating industry. Sales objec- 
tives were, accordingly, set optimistically 
high. To date, sales have exceeded quotas by 
a whopping 85%! And so have dealer profits! 
If you want “‘in’’, we'll be glad to have you. 
The Safti-Vent deal continues to offer a 
“package” that will build your profits almost 
automatically, and we mean exactly that! 
Proved profits, backed by 7 years of phe- 
nomenal growth, are being again proved in 
this 8th year of spectacular success. 


The five-way Safti-Vent sales platform re- 
mains unchanged—except it’s larger. Why 
argue with success? 


1. A Safti-Vent line packed with superior 
and exclusive features. 


2. A near-universal market and models to 
serve the demands of all. 


3. Safti-Vent’s planned sales program, that 
tells you exactly what to do and gives you 
the “tools” to do it! 


4. An even larger-than-announced house- 
holder and commercial advertising program. 


5. And a competitive price! 


Yes, if you want to ride the Safti-Vent profit 
train, we'll be glad to have you aboard. 


Safti-Vent knows where it’s heading, there’s 


MODEL WV-22 : 
a clear track ahead and a reservation for you. 


One of eight 
Safti-Vent models 


H. C. LITTLE BURNER CO., INC. 
105 Woodland Ave., San Rafael, Calif. 


Profit for Me? I want in! What’s the deal ? 
COMPANY 
YOUR NAME 
ADDRESS 











"SAFTI-VENT 
Loatler tn bealoa hedling 
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On time on FIRESTONES 


They cut costs on LP-Gas deliveries 


Whether you operate one truck or twenty trucks, count on Firestone 
Rubber-X, the longest wearing rubber ever used in Firestone truck tires. 
It’s yours with every Firestone, for extra trouble-free deliveries and lower 
truck tire costs. 


And along with new long-wearing tire rubber, all Firestones bring you 
Firestone S/F (Shock-Fortified) cord for still more stamina and depend- 
ability. No wonder more and more truck owners like yourself find it good 
business, always, to buy Firestones when replacing old tires—and to 
specify Firestones on all new trucks. Ask about them today at your nearby 
Firestone Dealer or Store—your headquarters for fast, reliable service! 


TRANSPORT SUPER ALL TRACTION 


LOOK FOR NEW LOW COSTS PER MILE WITH LONG-WEARING FIRESTONE TRUCK TIRES Firestone 


Copyright 1959, The Firestone Tire & Rubber Company BETTER RUBBER FROM START TO FINISH 
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“"Unavoidable” profit tax 
on co-ops 

predicted to pass 
during current session 


Administration 

still working 

to raise interest 

on REA co-op loans 


Supporters convinced 
Federal Fair Trade bill 
will pass 

if vote ever taken 


Tiga? money situation 
to remain for 
at least six months 


Late '60 tax cut 
possible 


Businessmen getting 
active in politics 


Reforms asked for 
small business act 


AN UNAVOIDABLE TAX ON COOPERATIVES’ PROFITS will pass before the current 
session of Congress ends one year from now. That’s the prediction made 
by numerous congressional leaders. They expect such a measure to get 
no more than House approval this year. While the law would neither re- 
quire co-ops to pay normal corporate taxes nor tax payments to patrons, 
it would limit the co-ops’ present virtual tax-free operation. (Further de- 
tails on page 83.) 


A SPECIAL BANK FOR FINANCING REA LOANS was the heart of a recent pro- 
posal. by Agriculture Secretary Benson. Under the plan, the government 
would help create an REA bank to replace the U. S. Treasury in making 
such loans. It would be privately owned by the co-ops after it became opera- 
tive and the government stepped out. Part of the plan, an increase in 
the present 2 per cent interest rate, stirred up the normal bitter reaction 
from REA supporters. ; 


THE SUPPORT OF HOMETOWN BUSINESSMEN would convince lukewarm legis- 
lators to vote for a federal fair trade law proposal, if one of the bills now 
kicking around in Congress is ever brought to a vote. That’s the opinion 
of backers of such measures, but they believe it will take strong grass 
roots support to bring one up for a vote during the current session. The 
measures are making steady progress, but could get stuck in any one of 
several places. 


THE COST OF BORROWING MONEY, at a record high, will probably remain 
there for at least six months, but there is little likelihood of it going any 
higher. Authorized by the Federal Reserve Board in late May, the new 
rates stirred up much reaction—not only among borrowers, but also in 
Congress. Critics claim that if the new rates do not slacken borrowing 
volume, the banks will reap higher profits and inflation will increase. 


BOOMING TAX COLLECTIONS and an unexpected reluetance in Congress to 
push big spending projects may pave the way for a tax cut late in 1960. 
It all hinges on whether government spending is held down and economic 
prosperity continues to bring high revenue. The prospect of a a bitter 
presidential election improves the chances. 


THE CAMPAIGN TO GET BUSINESS INTERESTED IN ACTIVE POLITICS is mush- 
rooming. Widespread management participation in practical politics could 
materially alter present political trends, weakening union and farm domina- 
tion of many political organizations. So far, the campaign has shown amaz- 
ing results. (For further details, see page 82.) 


THE NEW SMALL BUSINESS INVESTMENT ACT, passed last year, should . 
amended to encourage formation of more companies to make long-term 
loans to—and equity investments in—small firms. That’s what spokesmen 
for the National Association of Small Business Investment Companies are 
telling Congress. Among their 11 proposed suggestions are three that 
would give them a better tax break. 





transportation 
storage 


production SERVICE 


or your LP-GAS needs 
shift to Tuloma 


Our operation is like a highly efficient machine. It depends on many DISTRICT OFFICES: Williamsburg, Virginia » Casper, 
important gears. Tuloma’s constant supply — from more than 50 plants and 
refineries — its vast storage, its large truck and tank car fleets, and its 
trained, experienced personnel are all coordinated to produce one thing for Moines, fowa * Ulysses, Kansas * Houston, Texas 
you — PERSONALIZED SERVICE. Set the wheels in motion . . . write, wire, ¢ Midland, Texas * El! Dorado, Arkansas 

or call Tuloma today. 


Wyoming « Salt Lake City, Utah »* West Des 


TULOMA GAS PRODUCTS COMPANY 
Pan American Building *« Phone CHerry 2-3261 
Tulsa, Oklahoma 
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A brief for self-preservation 


DOWN IN TEXAS, HOUSE BILL 4 HAS NOW BE- 
COME LAW. This has a special significance for 
anyone in the L.P. gas business there, because 
it imposes a general tightening of the rules and 
restrictions governing the conduct of LPG mar- 
keting. 

For members of the Texas Butane Dealers 
Association, it is cause for jubilation. House 
Bill 4 was, essentially, their bill. They helped 
author it, did the exhausting spade work re- 
quired to push it through the state legislature, 
and then willingly coughed up the extra cash 
needed to pay for these efforts. The bill was ex- 
pensive. Chiefly because of it, TBDA piled up 
a $7000 deficit for the fiscal year. To balance the 
books, pledges from the floor were solicited at 
the recent annual convention and trade show. 
The response was surprising. Within a matter 
of minutes, $4000 had been raised. 

Why all the joy? The bill, which spells out a 
new set of rules that are tougher then the old, 
is going to cost every dealer more money than 
before. License fees have been broadened and 
increased. Employers and employees both will 
have stiffer qualifying examinations. Dealers 
who qualify in certain categories of service 
may not engage in certain other types of service 
for which they have not been licensed. 

At first blush, it would appear that the dealers 
who supported the bill are cinching up the halter 
on themselves. To those who subscribe to the 
theory that the best regulation is no regula- 
tion, such action would be inconceivable. 

But the TBDA marketers have recognized that 
there’s a direct relationship between their own 
interests and the interests of their customers. 
They’ve had plenty of object lessons to prove 
this. In Texas, perhaps more than in any other 
state, the established dealer has been plagued by 
the fly-by-nighter. 

The most common situation is one where a 
route driver who has built up a following among 
his employer’s customers suddenly quits his job, 
scrapes up a minimum of capital, and “goes into 


business” in competition with his former boss. 
What does he need? A truck, a source of supply, 
and enough money in his pocket to buy a bob- 
tail-load of gas. He has no office, no overhead, 
and above all, no sense of responsibility toward 
his customers. He systematically raids his 
former boss and any other dealers in the vicin- 
ity. He shaves the price a penny or more, and 
first thing he knows he’s on his way. 

Aside from the questionable ethics of such an 
operation, it has some of the aspects of the 
“great American dream.” Every man with a 
shoestring can become his own boss—the typical 
Horatio Alger story come to life. 

Unfortunately, the L. P. gas business is no 
longer the proper kind of business to run with a 
shoestring. You might peddle gas on a cash-and- 
carry basis with such a capital structure, and 
you might pump it into itinerant vehicles from 
a simple motor fuel station setup, but you can’t 
properly service routes without ample storage, 
a trained organization, and adequate operating 
capital. A full-time dealer is not a peddler. He’s 
a service organization, with definite obligations 
to his customers as to both service and safety. 

House Bill 4 recognizes this fact. It’s what 
some of the biggest, oldest, and best estab- 
lished dealers in the state wanted. It fell short 
of the association’s aims in only one major re- 
spect—“adequate” storage. TBDA had pushed 
for a minimum dealer storage of 15,000 gal. and 
a ratio of 6000 gal. per bulk delivery truck. This 
minimum, intended to apply only to general 
full-scale retail dealers, was eliminated before 
the final draft was passed and signed into law. 

Whether the law accomplishes its purposes 
and whether it proves to be the kind of law 
that is needed in Texas remain to be seen. But 
insofar as it spells out our obligations of service 
and safety to the customer, and insofar as it 
recognizes that the self-preservation of the 
established, responsible dealer is in the best in- 
terests of the public, it is a step in the right 
direction. 





There’s no 
steel shortage 
at ACF 


PROMPT DELIVERY ON PROPANE STORAGE TANKS 
6,000 TO 50,000 GALLONS CAPACITY AND UP 


Production on both vertical and horizontal storage tanks, of 6,000 to 30,000 
gallon capacity and up, is continuing at our Milton, Pa. plant. Material is 
available for 77/4" |.D., 1239/16’ |.D., and 130%/s° I|.D. Prompt delivery as- 
sured...competitively priced. Phone or wire the ACF sales office nearest you. 


SALES OFFICES: New York 17, New York, 750 Third Ave., YUkon 6-8600 : Chicago 4, Ill., 
80 E. Jackson Bivd., Harrison 7-8300 : Cleveland 13, Ohio, Terminal Tower Bldg., Cherry 1-3921: 
Washington 6, D.C., 1625 K St., N.W., Republic 7-1870 : Philadelphia 3, Pa., 742 Transportation 
Bidg., 6 Penn Center Plaza, Rittenhouse 6-5610 : San Francisco 4, Calif., 111 Sutter St., Douglas 
2-1143 : St. Louis 1, Mo., 705 Olive St. Bldg., Chestnut 1-2745 : Berwick 6, Pa., Plateau 2-3611: 
Huntington, W.Va., 2300 Third Ave., Jackson 3-1133. AMERICAN CAR AND FOUNDRY, 
Division of QC fF Industries, Inc., 750 Third Avenue, New York 17, New York. Storage Tanks 
for propane, chlorine, refrigerant gases, Propane Transports, Chemical Transports, Safety Valves. 
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To help get you started thinking about 
cold weather problems in the dog days of 
August, BPN presents its annual Winteriz- 
ing section. The accent is on renovation 
and innovation. You'll find articles advis- 
ing how to renovate your thinking to get 
the most out of your present storage ca- 
pacity and how to renovate your plant 
with paint to protect it against winter's 
onslaught. You'll also find stories about 
dealers who are preparing for winter 
by innovation—using two of the newest 
items available—the temperature com- 
pensating meter and the leased cylinder 
package. 


What price adequate storage? 


T’S always a little surprising, and frightening, 

too, to note how quickly the seasons roll around. 
Today, the sun is burning at its hottest and bright- 
est, and winter seems distant and unreal. But in a 
matter of weeks, leaves will begin to turn, the nip 
will return to the air, and we’ll suddenly realize 
that winter is not a distant prospect, but an immi- 
nent, harsh reality. 

For the LPG operator, the point of this is that if 
he hasn’t taken the necessary steps to add to his 
summer load to bring his summer-winter ratio into 
closer balance; he must be prepared to again face 
the same old winter supply-and-demand battle. The 
time for selling off-peak load has about run out! 

There are, of course, some rays of sunshine peek- 
ing through the dark clouds of approaching winter. 
Producer and supplier storage is the best ever. A 
recent Bureau of Mines report shows that capacity 
at plants and terminals increased 94 million gal. 
between Sept. 30, 1958 and March 31, 1959. This 
brings the total of above- and below-ground storage 
“to 1,396,659. The increase amounts to a seemingly 
satisfactory 7 per cent. 

Closer examination reveals that these rays of 
sunshine may not bring any real warmth to the 
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situation. Year by year product sales generally in- 
crease by at least 7 per cent, and these days the 
sales leader at the LPG retailer’s level is househeat- 
ing—our No. 1 peak load problem. So if househeat- 
ing alone increases by 7 per cent this year, we may 
have already erased the advantages of that added 
storage capacity. 

Furthermore, most of the storage capacity is 
located in PAD District III, which includes Texas, 
New Mexico, Mississippi, Louisiana, Alabama, and 
Arkansas. In fact, District III, alone, accounts for 
1,132,207,000 gal. of the total U. S. capacity of 1,- 
396,659,000 gal., or more than 82 per cent! So the 
majority is closer to the source of supply than the 
markets. Any increases, then, don’t go very far 
toward easing the transportation situation. 

Transport is costly. John T. Oxley, president of 
Texas Natural Gasoline Corp., Tulsa, tells us that 
“tank cars, barges, underground storage, or other 
transportation facilities are extremely expensive, 
and no producer can afford to acquire a large excess 
of these to use only for a couple months. 

“For example,” continues Oxley, “a tank car 
rented at going rates of $120 per month can usually 
make about one round trip per month. A car cost- 
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Theoretical Comparison of an Actual Distributor Operation 
With the Same Operation if Bulk Storage Was Used Efficiently 
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JANUARY 
Gas inventory—January 1 oo. 6. icc wcrc ccccvens 205,000 84,000 
ere ree eT eee eee ee 601,500 
a OOO ik ie oss sc ua 0 wa wie WO SE 00 sre ° 
ee ee ab aa+ See eee we 436,000 685,500 
ee ee SO EE NE ig nb poe coves ccc heteweawes 483,500 483,500 
een ee es Se OE ei ieis oe epee ene (47,500) 202,000 
BG Oe OR OBES ik ee ek wietete one ee ee oR Oe HOES ee: te 
Adjusted inventory January 31 ...............002ee008: 5,000 202,000 
FEBRUARY 
Mamsmees tevemtory Tamuary $1... . cc ccvcectvecveces 5,000 202,000 
NOI Nc wd vested wis Sheba wD Me 497,500 
RIO | oi os Fag bo ecb eae bp wees ED 5s i ae 
(SECIS SS RISE LEAT a ee ER eh a Sa 236,000 699,500 
ee OO Oe se ek eee pee chee Mews 594,500 594,500 
prance om Bend, Pobruary BB ow. oi cic ccc iwc tees sates (358,500) 105,000 
ey ee es came eeu eeesteeeseece EE ae 
Adjusted inventory February 28 ................-eeeee 9,000 105,000 
MARCH 
Adjusted inventory February 28 ...............0.2eeee: 9,000 105,000 
ie snes bab eee ren CMMI 343,000 
or DRUM bac cb oss cus bosedecuteve moa OM ol ee 
rr Se ee cl ee ca owe we oben wits oats 240,000 448,000 
RN RN oo. ok win vn oe hed bb nee oe es 280,000 280,000 
I I ec wine ss eebweee owe (40,000) 168,000 
es I sn. pth oes ove das ebewe's C= 4 5 > eae ee 
en I, ch vo pint adic aes nada 12,500 168,000 
SUMMARY: 
keer awe iawn’ 205,000 84,000 
SG ET es. dae hw 04n.e.: ee ae 1,442,000 
—Per ratio—66 cars ............ccceeees haere nace sd 
OM ME cc cccceseceeeesaeca ne ee cee 
ARCS RAR gt Rice op a ee a Oa 1,370,500 1,526,000 
ee Sy te ee ee eben ue tanwoa een 1,358,000 1,358,000 
| csmstinianteesatineiiness —— 
aetna A Rb igi iss bo bw, «chee ean eee 12,500 168,000 














During the three months, 71 cars were received over ratio. Under ideal inventory and purchasing 


conditions, 45 cars over ratio would have been sufficient. 
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Adequate storage ..."Anytime an operator works on a 3-to-] or a 
4-to-] ratio, someone is going to have to pay for the privilege.” 


ing $1440 per year, utilized for only two months, 
gives only $240 worth of service. Unused service, 
then, costs $1200 per year. So for each extra tank 
car a supplier ships in excess of contract ratio, the 
extra tank car cost can be $1200, or 12 cents per 
gal.” 

Thus, anytime an operator works on a 38-to-l or 
4-to-1 ratio, someone is going to have to pay for the 
privilege! 

Ideally, producers would like to see dealers 
smooth out their ratio so more and more tank cars 
can go on full-time duty the year around. But right 
now it’s a little late to be trying to do anything 
about ratio. The only alternative left is to build up 
plant and consumer storage facilities to a maximum 
and then see that they are filled to the brim by 
October 1. 

There’s only two months left to do this, so obvi- 
ously not much can be accomplished in building up 
customer storage. However, you’re still going to be 
selling a lot of househeating between now and No- 
vember 1. Adequate storage should go hand in hand 
with the sale. Is 500 gal. capacity enough? Could 
you work out a per-gal. price break with 1000-gal. 
tanks? Thermogas Inc. of Des Moines, Iowa, is one 
company actively pushing the larger size, and with 
excellent results! 

Even if you’re stuck for capacity this season, 
there’s no reason why you can’t fill everything up 
to the brim. This will involve an outlay of capital, 
to be sure, but consider how this outlay stacks up 
against the cost of running tank cars for peak-load 
service only: $1200 per year per car! That’s an 
expense item of 12 cents per gal.—down the drain 
forever. Gas in storage, on the other hand, is either 
valuable inventory or valuable accounts receivable. 

Many dealers seem to gag on inventory. What 
some of them may not appreciate is the fact that it’s 
good loan security. Field warehousing, or “flooring” 
of merchandise, is a common practice and a sound 
one—especially in these times of expanding credit 
and rising prices. Dealers, who have made a study 
of it, have weighed the costs of building inventory 
—particularly on customer premises through the 
use of vapor meters—against the other factors in- 
volved in the situation. They found that a large 
inventory, in the long run, is good economy. 

Dealers who balk at inventory, yet want to build 
consumer storage, have no alternative but to sell 
the gas at the time of filling. That inevitably means 
building accounts receivables. One dealer we know 
has been very successful with such a program—so 
successful, in fact, that his receivables are killing 
him! What he may not realize is that receivables 
themselves are saleable, or assignable, or, better yet, 
financible. Many financial firms have routine pro- 
cedures for lending money on them. 
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All of this costs money, of course. Loans on ac- 
counts receivable may be chargeable at an interest 
rate of 1 per cent per month or more. Even if they 
cost 100 per cent, the deal would still be good—if 
the borrower could make more than 100 per cent for 
himself. 

So it really boils down to a matter of economics. 
You have to weigh this against that, the one against 
the other, and a sum total of factors against an- 
other sum total of factors. Don’t forget you’re 
weighing costs of adequate storage—and very real 
costs they are too—against the possible loss of cus- 
tomers if you should run low on gas as well as the 
premium prices you must pay if you have to 
scrounge around for the needed peak-load gas. 
These costs are difficult to estimate in advance, be- 
cause they are dependent upon a lot of unknowns. 

Oxley offers an example of what adequate storage 
and late summer fill can mean in terms of peak-load 
tank car demand. His example is an actual case, 
taken from his own files. Table 1 compares the oper- 
ator’s actual record with what Oxley terms “effi- 
cient” operation. Note that the primary factor was 
the lack of inventory at the beginning of the sea- 
son. A secondary factor was the overestimation of 
needs late in the season, resulting in a surplus of 
scarce, peak-load gas on March 31. 

The net result of the “inefficiency” was 26 cars 
over ratio! 

Let’s see what this might have meant in terms of 
“unused service.” In January, purchases were 57 
cars, 35 over ratio, but since 5 cars would have been 
needed to balance January with “efficient” opera- 
tion, the overage was 30. In February, 47 cars were 
bought, 25 over ratio, but since 35 would have been 
needed anyway to balance, the adjusted-overage 
was 12. In March, the ratio was exceeded by 11, so 
deducting the 5 needed to balance, the overage was 
6 cars. 

By way of recap, then, the overages were 30, 12, 
and 6 for the three months. Theoretically, 6 cars 
were used for three months, 6 more were used two 
months, and 18 were used only one month. That’s 
expensive transportation at $120 per month of un- 
used service! 

Thereby hangs a good part of the tale of the high 
cost of peak gas service. What to do about it? 

It’s now too late to build off-peak load for next 
winter. 

The time is growing short for building more near- 
ly adequate storage. 

But there’s still plenty of time to fill what you 
have in anticipation of next winter’s needs. 

And any old time is a good time to sharpen your 
pencil and do some advance planning for the prob- 
lems you know you’ll be facing in another three or 
four months. .] 
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A workman at Thermogas Co., Des Moines, 
lowa, LPG firm, examines one of the new 
temperature compensating meters. The firm 
is installing these. meters for 1500 of its 
6000 bulk tank customers. 


Designed fo lick perennial problem, 


temperature compensating 


meters to be tried by large LPG dealer 


WILLIAM W. CLARK «® Editor 


APOR metering of liquefied petroleum gases, 

while it has many advantages, poses a problem. 
Dealers who use meters know that a revenue loss of 
up to 5 per cent or more can be incurred, due to a 
constant mass of gas changing its volume with 
changes in ambient and meter temperatures. 

A meter measures the volume which passes through 
it and measures it accurately within a temperature 
range determined by its diaphragms. However, with 
changing temperatures the mass is not constant with 
the unit volume. The volume-measuring meter cannot 
accurately sense this “elastic’ mass. The operator 
pays for this “disappearing gas,” but it never gets 
billed to the customer. 

Generally speaking, there are two variables that 
must be considered in any metered distribution sys- 


30 








tem. The first is the temperature effect on volume. 
Temperature is variable and unpredictable. Also, the 
flow at a given temperature is an unknown parameter, 
especially so in a heating load which is weighted at 
low temperatures. The refrigeration effect of evap- 
orating liquid “gas” further aggravates any possibil- 
ity of a mathematical computation. 

The second variable is delivery pressure. Here 
again, a constant mass has a variable volume accord- 
ing to the pressure. This pressure effect can be held 
relatively constant by regulation. A factor can be 
used to correct the volume at the measuring pressure 
to a desired base pressure. This includes altitude va- 
riations. 

Today there are meters available to change all that 
—temperature compensating meters. Otherwise iden- 
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tical with standard meters, they have a temperature- 
sensing element which automatically adjusts the cali- 
bration of the meter to changing temperatures. Thus, 
the meter will register or record a volume automati- 
cally corrected to the pre-selected base temperature. 

These meters have already received exhaustive tests 
by several gas utilities in the cold northern regions. 
They show every indication of accuracy within close 
tolerances. 

Now they are beginning to catch on with LPG oper- 
ators. One of the first such companies to place an 
order for them was Thermogas Co. (formerly Rapid 
Thermogas), with headquarters in Des Moines, Iowa. 

It’s interesting to note that Thermogas has never 
before used vapor meters in any quantities. It would 
seem logical to suppose that what has held them back 
has been the lack of compensating meters. But Vice 
President Harlan Williams denies this. The company 
would have gone to meters anyway—but as long as the 
new models were available they decided to make the 
transition directly to them. 

Other companies may feel more strongly about the 
matter, however. They may find that a pre-corrected 
reading will save clerical time and reduce the possi- 
bility of errors. 

The development of the temperature compensating 
meter was brought about by the needs of utilities for 
an accurate system of outdoor metering. Vapor meters 
on the customer’s premises are, obviously, a “must” 
for gas utilities. But in the colder climates, they al- 
ways had to be installed inside the house—usually in 
the basement or in a utility room. This has always 
been viewed as an inescapable inconvenience. The dif- 
ficulties are obvious: 

1. A locked door meant the meter reader would 
have to come back a second time, estimate usage for 
later correction, or leave a self-read card for the cus- 
tomer to fill in and return. 

2. If the customer was home, the reader had to 
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knock or ring to gain entrance. If there was a sleep- 
ing infant in the house, he incurred the wrath of a 
tired mother. 

3. In an emergency, turnoffs could not be conveni- 
ently made. 

These are only a few of the many—sometimes 
costly—reasons why utilities wanted to find a simple, 
inexpensive, and reliable method for eliminating in- 
side meter-reading. 

Several years ago, means were devised for reading 
the meter on the outside without moving the meter 
itself. One employed glass blocks set in the wall with 
the meter index facing the blocks so it could be read 
from the outside. Another made use of a remote read- 
ing index, or “repeater.” But these methods were 
costly, and never caught on. 

Concurrent work with meter housings which would 
protect meters from the elements also failed to pro- 
vide the total answer. 

In the final analysis, it was clear that utilities would 
not be satisfied until they had a meter that could be 
installed outdoors, in the open, and still give accurate 
readings with respect to a single base temperature. 

The problem of the “elastic” volume is stated in 
Charles’ law: “The volumes assumed by a given mass 
of gas at different temperatures, the pressure remain- 
ing constant, are, within moderate ranges of tempera- 
ture, directly proportional to the corresponding abso- 
lute temperatures.” 

A meter is constructed to give accurate registration 
of the volume passing through it, whatever the tem- 
perature within the temperature limitations of the 
diaphragms. The volume of a unit mass of gas to 
60 deg. F will change 1/520 of its volume for each 
deg. F. Thus, at 50 deg. F the volume will be approxi- 
mately 2 per cent less and at minus 12 deg. F it will be 
14 per cent less—This drop in volume is linear, as 
shown in Fig. 1. 

The standard meter faithfully records these vol- 
umes at the measuring temperature and the loss is 
due to the “elastic” volume. 

For a long time, the question of whether flowing 
gas temperatures would approach ambient air tem- 
peratures was left unsettled. In other words, if gas 
temperatures were relatively unaffected by ambient 
temperatures at the meter, the problem would be much 
less severe. But cold box tests conducted by Northern 
Illinois Gas Co. established the fact that metering 
temperature and ambient temperature are, for prac- 
tical purposes, identical. 

With gas frequently measured at low temperatures 
(particularly for heating), and the refrigeration ef- 
fect of evaporation, the “average measuring” temper- 
ature is usually considerably below the generally ac- 
cepted base temperature of 60 deg. F. Thus losses are 
generally incurred, rather than gains. 

Leather-diaphragmed meters have a tendency to 
run progressively faster as the temperature drops 
due to the stiffening of the diaphragms. This par- 
tially offsets the loss—see Fig. 2. This effect varies 
with the leather used to make the diaphragm, the 
diaphragm dressing and the service of the meter. 
This speed-up can vary from a negligible amount up 
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te a possible maximum of 4 to 5 per cent. This effect 
generally decreases with the service life of the meter. 

However, there was another problem which made 
leather-diaphragmed meters less than completely de- 
sirable for outside installations. At a temperature of 
35 deg. F, the sudden application of a 100-cu-ft-per- 
hour load would cause such a rapid pressure drop that 
the pilot flame could be extinguished. 

This problem did not exist with meters diaphragmed 
with low-temperature synthetic materials. The pres- 
sure drop was insufficient to extinguish pilot lights. 
Therefore, synthetic diphragms would appear to be 
the solution. 

Dependent on the synthetic material, such dia- 
phragms are unaffected by temperature. A standard 
meter so fitted will measure accurately the volume 
passing through it, irrespective of temperature, as 
long as the temperature does not go below the effec- 
tiveness of the diaphragm. D-7 Duramic diaphragms, 
specially developed for low-temperature use, will, in 
a standard meter, give a constant proof down to 
minus 30 deg. F and even lower. 

The obvious answer, then, was a synthetic-dia- 
phragmed meter with a built-in temperature compen- 
sating mechanism. Such a meter was conceived by 
American Meter Co. 

The temperature compensating tangent which ac- 
complishes the correction is shown diagrammatically 
in Fig. 8. Stamping “F” is soldered to the crank and 
carries the check rate adjusting screws. Part “G,” 
which pivots on “F,” carries the stroke adjustment, 
which can be set and locked with lock nuts. Two bi- 
metallic strips are satisfactorily rigid, eliminating 
possibility of error from this source. 

The strips sense the measuring temperature. With 
increasing temperatures, they move the tangent wrist 
away from the crank, increasing the diaphragm stroke 





and allowing the meter to pass a larger volume of 
gas with each revolution. With decreasing tempera- 
tures, the opposite effect is obtained. 

If this new meter is important to gas utilities, it 
is no less important to LPG operators. They are 
faced with a metering problem which—except for 
periods of peak shaving, etc.—utilities generally do 
not have: variations in the chemical content of the 
gas. 

Thermogas is a company that operates over a wide- 
spread area which includes practically all of Iowa, 
plus parts of northern Illinois and southern Wiscon- 
sin. Although winters are cold throughout the entire 
area, local temperatures vary rather sharply. For 
example, usage in southern Iowa averages about 1500 
gal. per year, whereas in northern Iowa and Wiscon- 
sin it is closer to 2000 gal.—a difference of one-third. 
This is primarily because of difference in tempera- 
tures. Therefore, temperature correction becomes a 
local matter. 

Why should Thermogas turn to metered service, 
anyway? 

The advantages of metering have been well de- 
fined. Whenever a company contemplates making the 
change, it must always weigh the advantages against 
the capital investment required. In the case of 
Thermogas, one advantage stood out among all others; 
the fact that meters are one more means for keeping 
a customer. 

More than one-quarter century old and with 20,000 
retail customers plus about 150,000 served by its 
dealer organization, Thermogas has moved progres- 
sively toward this idea of permanence. First, it was 
in the bottled gas business almost solely. But the op- 
portunities for large-usage customers, coupled with 
the competitive situation, prompted a gradual switch 
to bulk operations. Today, all outlets dispense in bulk 








vas | 


2.0 








60 


40 








Fig. 2. Typical 20 


“20 


x 





“40 - 





curves showing theo- 
retical vs. actual 








loss of registration ° 
at very low temper- 
ature for a hard- 


“60 





“20 


case meter with 
standard leather 


_ 


ACTUAL 4055 OF REGIS TRATION 








diaphragm (left)  -40 
and hardcase meter 
with synthetic dia- 


PERCENT OF ERROR) 


as 


& ‘AN THEORETICAL LOSS Qf REGISTRATION DUE 
g NN 0 TEMPERATURE OF GAS /N METER 
: ia Na 
S 
eo} 
oa N See 
S$ NY 
« 
z ae 
fa" 40.0 ~ 
ACTUAL L055 Os N: M 
OF REGISTRATION ° 











phragm (right). 


“ SI 





ee ~~ 





* th 
THEORETICAL £058 
Of MEGISTRATION 





5 
Y 























TEMPERATURE OF GAS 





N 480 METERING TEMPERATURE 53 





+ 
°o 
































40° 30° 20° 10° 











“10° 60° 40° 30° 20° 10° o “0 = - 20 


BUTANE-PROPANE News 

















Tangent Wrist 










X= Movement of wrist due to 
-~ temperature change of thermo- 
(7, metal strips or to stroke 
\s adjustment 


Thermometa! Strips 


Stroke Adjustment 
Screw & Lock Nuts 


Check Rate Adjustment 














ful 
| COs 


Fig. 3. The temperature Pp ting tangent is shown in this 
drawing (left). Stamping "F" is soldered to the crank and carries 
the check rate adjusting screws. Part "G," which pivots on "F," 
carries the stroke adjustment, which can be set and locked with 
lock nuts. The tangent is also shown installed in an American 


meter (right). Front of meter is at bottom. 








—and of the 20,000 direct customers, more than 6000 
have tanks. Because of high usage, four out of five 
are equipped with 1000-gal. tanks. The others almost 
entirely have 500-gal. tanks. 

Like many other dealers, Thermogas originally sold 
its tanks. As so many dealers have discovered, this 
is no way to keep customers. Last year, the company 
began leasing tanks, found it an excellent way to 
prevent other dealers from pirating customers. But, 
while this set-up has the added advantage of cutting 
the customer’s original outlay, he must still lay out 
the money for installation and a starting inventory 
of up to 1000 gal. 

With metering, his inventory cost is wiped out. 

The inventory burden falls upon the company, of 
course. This could be considerable—particularly if all 
6000 were to be switched to meters. Actually, only 
1500 changeovers are contemplated in the immediate 
future. However, there are inherent advantages in 
this system. Summer fill becomes a matter of company 
judgment, rather than customer demands. You can 
fill the tanks whenever you wish, thereby not only 
expediting delivery scheduling but also increasing 
summer take and improving your ratio very mea- 
surably. 

There’s another advantage, too. When you are 
doing a credit business, a heavy fill without metering 
strains the customer’s pursestrings, so you must 
stretch his credit a bit. In Thermogas’ case, about 50 
per cent of the customers are farmers. Many of 
them are not in a very good position to pay even 30- 
day “cash” for summer purchases. They must wait 
until harvest time to begin paying off large credit 
purchases, so Thermogas ends up carrying the finan- 
cial burden anyway. 

Many dealers feel it’s better to have this gas in 
inventory—even on customers’ premises—than to have 
a slow-pay credit account on the books. This gives 
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them a tighter control on credit, because, as the 
farmer uses the gas, he pays for it. If he falls too far 
behind, it is a simple matter to shut off service. 

Thermogas will have its customers read their own 
meters each month. These readings will be periodi- 
cally justified by the driver, when he makes a deliv- 
ery. 

The meters will be self-amortizing by the addition 
of an increment in the rate schedules. 

At present, with non-metered service, Thermogas 
has charged a tank rental of $36 per year for 500-gal. 
tanks and $48 per year for 1000-gal. tanks. Because 
the company is interested in increasing individual 
consumer storage, persons with 1000-gal. tanks get a 
1-cent-per-gal. price break. Thus, any customer who 
uses more than 1200 gal. per year can benefit by hav- 
ing the larger tank. 

With metering, tank rentals will remain the same, 
but one-half cent will be added to the price of the 
gas. This additional charge is justified—to the cus- 
tomer—by the convenience of metering and the ad- 
vantage of not tying up his money in inventory. He 
will continue to pay the present tank rental charges. 
The entire rental, including tank and meter, can be 
added to the gas rate and paid for over the entire 
year. 

In any case, Thermogas will recoup a minimum of 
$3.50 a year for the use of the meter. This is more 
than 11 per cent of the initial cost. 

Thermogas confidently expects the temperature 
compensated meters to perform well within the limits 
of the accuracy tolerance, but nothing is being left 
to chance. From time to time, accurate checks will 
be made of meter readings as against the customers’ 
consignment card to make sure that all gas going 
into the tank is being charged out. Whether the sys- 
tem works out as well as is hoped will be known a lot 
better a year from now. # 
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“Paintenance, 


proper painting maintenance, 


is success-key for LPG business 


"Paintenance"—the art of maintain- 
ing your property through proper paint- 
ing policies—can be a highly important 
key to business success—especially for 
the LPG business. Dealing with an in- 
visible product, as you are, the most 
tangible objects you can show your cus- 
tomers are your cylinders, your tanks, 
and your trucks—all items which are 
painted. The very quality of that paint 
may be the only quality factor they ever 
perceive in connection with your prod? 
uct. At the same time, these painted 
surfaces and the messages they bear 
may quite probably be the cheapest— 
if not the best—form of advertising for 
the average dealer. But perhaps most 
important of all is that most of your 
investment is in metal things which will 
deteriorate if not protected with paint. 
Paintenance, therefore, comes into the 
dollars-and-cents, _killing-two-birds-with- 
one-stone category as it protects your 
investment and cuts maintenance costs. 

In this article, paint expert Michael E. 
Spatz, president of Spatz Paint Indus- 
tries Inc., covers all aspects of paint- 
enance: when to paint, paint selection, 
painting different types of objects, 
methods of painting, and estimating the 
amount needed. 


ERTAINLY any time you neglect your equip- 

ment, you are inviting deterioration of one of 
your biggest investments. Because such equipment 
represents cold cash out of your pocket, the need for 
protecting it with proper maintenance — including 
paint maintenance—is quite evident. Not so evident, 
however, is the fact that proper paint maintenance 
can save a lot more of that cold cash than slipshod 
paint maintenance. 

Even less evident are the need to protect your 
company’s good name and the ability of paint main- 
tenance to not only protect but enhance that name. 
Stop and think of all the money and effort you have 
spent in developing your “company image,” as the 
advertising people call it. Selling your customers on 
using your service and keeping them sold is an in- 
vestment you have made over a period of years. It 
is a definite asset which needs protection because its 
value can be easily destroyed—or compounded. 

The neat, clean appearance of your firm’s cylin- 
ders, tanks, trucks, and other equipment indicates to 
your customers that you are a service organization. 
It further indicates that you take pride in keeping 
your equipment in top shape, not only for your own 
benefit, but because you realize that, by its very loca- 
tion, it becomes a part of their home. Nice looking 
tanks and cylinders encourage customers to help 
keep them in good condition, reporting the first signs 
of rust and paint deterioration, for example. The 
appearance of your equipment, particularly that 
which graces their property, may become another 
“plus” for your company when they conversationally 
compare it with concerns serving their friends and 
neighbors. Paint maintenance can also be the first 
wedge in your consumer customer education program 
—if you explain that you use the lighter, brighter 
colors to cut down evaporation losses. 

These same effects of proper paintenance also ap- 
ply to the general public, which includes your future 
customers. In addition, there is the very real bene- 
fit of the greatly increased identification that is de- 
rived from repeating the color combination of your 
tanks and cylinders on your trucks, signs, office, sta- 
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tionery, mailing pieces, etc., and mentioning it in all 
of your advertising. 

It is surprising what a good maintenance painting 
program—when added to the other public relations 
efforts most wideawake companies now make—can 
do to create the image of leadership for your prod- 
ucts and your company. 


When to paint 


The first question usually asked is “How often 
should tanks and cylinders be painted?” 

The answer can only be supplied by the individual 
dealer after a prolonged period of regular inspec- 
tions. 

Maintenance painting should not be left to chance 
nor to the discretion of one particular employee. A 
definite schedule for inspection and painting should 
be set up in your company files—the very day each 
piece is delivered. If you do not have such a system 
in operation, set it up right away, for you’re losing 
money every day you delay. 

Setting up such a file is relatively simple. Simply 
have a supply of paint schedule cards mimeographed 
or offset printed and fill out a card for each piece of 
equipment Your card may be identical to the one 
accompanying this article, or you can modify it to 
suit your particular situation. 

Inaugurating such a system immediately places 
control and responsibility for inspection and paint- 
ing on management. You or a responsible assistant 
will thereafter make all painting decisions. 

Exactly when and how often you paint depends on 
two sets of factors. One set concerns the piece of 


equipment, itself: when and how it was last painted, 
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the care it received when new, its location and 
mounting, its usage, etc. The second set involves the 
air conditions around the equipment and often varies 
considerably from year to year: temperature, humid- 
ity, salt content, chemical fumes, air pollution, etc. 

The safest procedure to follow is to inspect all 
equipment at six-month intervals for at least the first 
18 months of the program. 


Selecting the paint 

Not just any paint will do for your program. It’s 
a paint industry axiom—proved by years of field ex- 
perience and laboratory testing—that just because 
an ordinary paint will cover a surface, it does not 
follow that that paint is adequate for the purpose. 

Quite to the contrary, it has been found that the 
ingredients contained in a coating designed to do one 
type of job may have an adverse effect if applied to 
do another type. Actually, experimentation has de- 
termined that paint misapplication can speed up or 
even start deterioration! 

To be effective, a paint must be compounded to 
fight off a given group of hazards, which are usually 
associated with particular useages. Paint used to 
coat LPG tanks and cylinders must meet a more-or- 
less standard set of requirements. In addition, it 
must retain its brilliance and reflectivity much longer 
than ordinary paints. 

The words, “much longer,” are italicized because 
in most cases, the less expensive paints may shine 
the brightest when fresh, but dull quickly. 

Paint manufacturers interested in the LPG indus- 
try’s maintenance painting problems have scienti- 
fically formulated coatings containing the necessary 
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What is Rust? 


Rust is iron oxide and is ordinarily seen on any iron 
and steel surface exposed to the air. Rust forms on 
these metals as a result of electro-chemical action, 
which is produced by four factors: 


1. ANODES, which comprise areas of positive electro- 
lytic poles. 
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2. CATHODES, which comprise areas of negative 
electrolytic poles. 
(Note: Anodes and cathodes are always present on ferrous 
surfaces, due to chemical and physical irregularities.) 
3. ELECTROLYTE, which can be any type of moisture, 
and which triggers the action between the anodes 
and cathodes. 


4. OXYGEN, supplied by the air. 
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Rust, one of the LPG dealer's chronic irritations, is unveiled in this pictograph produced by Flood Co., manufacturers of Penetrol. 


ingredients to cope with the industry’s particular 
conditions. After years of field experience plus long 
hours of laboratory experimentation, they have de- 
veloped the much needed products, the primers and 
the finish coatings. In the latter category, the choice 
is between aluminum paints and enamels. 


Aluminum paints 


There is a very substantial difference in aluminum 
paints. This form of coating actually consists of 
minute particles of aluminum suspended in a liquid 
vehicle. These particles arrange themselves on top 
of the solution to form a bright finish—a floating- 
and-sticking-together process that is called leafing. 
The better aluminum paints contain much smaller 
particles than the cheaper ones and last much longer 
because there is more vehicle to hold down each of 
the particles. Because the cheaper paints have larger 
particles and therefore less vehicle on the surface, 
they shine more brightly when new, but the shine 
disappears quickly when the stretched-too-far ve- 
hicle fails to maintain its grip on the particles. 

Prior to the development of new ingredients that 
will work with and support the leafing abilities of 
aluminum, the only criterion for selecting or mixing 
aluminum coatings was the leafing ability of the 
formulation, once it had been compounded. 

Now, recently discovered ingredients do more than 
bring out the leafing abilities of aluminum. They 
also have the ability to combine with aluminum and 
other ingredients when applied, but to separate from 
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these ingredients after application, leaving the other 
ingredients at the surface while penetrating like a 
true rust inhibitor. Because the resulting protective 


film that covers the aluminum particles is one-third 


thicker than that of ordinary aluminum paints, the 
aluminum particles stay bright and untarnished 
nearly twice as long. 

One of these recently-discovered ingredients is 
strontium chromate. Aluminum paints containing 
this compound are not only on the market, but are 
available in colors. 

Test panels comparing strontium chromate alu- 
minum paint with other types of aluminum paint 
clearly indicate a definite difference. As shown in 
the accompanying illustration of a test panel group 
submitted to 18 months exposure in an industrial 
area, a single coat of strontium chromate aluminum 
paint proved markedly more effective than a two-coat 
application using conventional aluminum paint and 
far superior to one coat of conventional aluminum 
paint. 


Enamels 


Enamel finishes have been quite popular for bulk 
tanks and other LPG equipment for many years. This 
popularity was due primarily to their fast drying 
action (from fast drying vehicles) and the great 
range of colors in which they are available. 

Because of this long-time popularity, enamels espe- 
cially formulated for the LPG industry have been on 
the market for some time. 
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Rusty iron and steel surfaces have a spongy, scaly, layer of iron 
oxide (left). This highly absorptive surface soaks up and traps 
corrosive liquids, moisture and air, which eat deeper and deep 

into the raw metal. When treated with a rust inhibitive penetra- 
ing solvent, the layer of rust actually becomes a waterproof pro- 
tective layer (right). The solvent penetrates deep down, isolating 
each tiny layer of rust, displacing air and moisture and protecting 
the raw metal from atmospheric conditions. This treated rust 
layer actually becomes an ideal iron oxide foundation to which 
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paint bonds well. 


Enamels selected for painting LPG tanks and other 
equipment should be composed of pure alkyd liquids 
and have a content of at least 314 lb of pure titanium 
dioxide per gallon. 

The enamel selected should be easy to apply, give 
complete hiding in one coat, resist chalking, and have 
great elasticity. The last quality is of great impor- 
tance because a non-elastic paint chips readily, ex- 
posing the metal to the elements and allowing rust- 
ing to begin. 


Painting old tanks 


Your biggest paint maintenance problem may well 
be the bulk tanks in use on your customers’ property, 


The remarkable covering, spreading, and penetrating powers of a 
rust inhibitive penetrating solvent (Penetrol, in this case) are shown 
here. Compare the rust area covered by a drop of plain primer 
paint (upper left) with that covered by a drop of the same paint 
when 50 per cent solvent is added (lower left). The untreated 
paint stays in a thick drop on top of the rust while the treated 
paint spreads and works in, the result of the penetrating power 
displayed (right) by one drop of undiluted solvent. 


since they are remote from your main facility and 
are too large to conveniently bring in for refinishing. 
While some of these tanks will undoubtedly be in 
worse shape than others, they can all be placed in 
an approximately equally good state of repair if 
given the same basic treatment. 

The first job is to remove as much rust as pos- 
sible by hand sanding. Loose rust scale removal is 
the prime objective. But if you want to, you can 
sand until you reach bare metal. 

Regardless of how far you go with the sanding 
operation, your next step is to soak the rusted areas 
with a rust inhibitive penetrating solvent. (We rec- 
ommend “Penetrol,” a clear air-drying oil, for use as 
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ventional aluminum paint. All films were applied by spray. All were air dried. 


*U. S. Patent No. 2701772. For royalty free paint 
license see Reynolds Metals Co., Louisville, Ky. 
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Application of paints: Metal panels were solvent cleaned. Single coats are 
1 1/4 mils thick. The 2 coat systems have .9 mils of primer plus | 1/4 mil of con- 


Exterior Weather Exposure of Aluminum Paints with and without Strontium Chromate No. 2821" 
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**No. 2821 Strontium Chromate Manufactured by Kentucky Color & Chemicai Co., 
Louisville 12, Ky. 





The effectiveness of strontium chromate aluminum paints in re- 
sisting industrial atmospheric conditions is graphically shown in this 
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test panel group, submitted by Kentucky Color & Chemical Co., 
producers of strontium chromate. 
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From preliminary sanding (above) to finished paint job in just 
12 minutes is the remarkable demonstration shown in this sequence 
of photos taken at the recent Missouri-lIllinois LPGA convention. 


a penetrating oil or a paint additive.) Use a rag, 
paint mop or brush to apply this solvent. 

This oily liquid does three things. It displaces 
moisture and air from the porous rust coating by 
thoroughly wetting them to separate them from each 
other and from the steel, thus turning the rust into 
an actual protective coat. In intimate contact with 
the steel, it insulates anodic from cathodic areas to 
eliminate the possibility of further electro-chemical 
action, the rust-producing process. When hardened, 
it incorporates the rust as a pigment within its own 
film and bonds tenaciously to the underlying steel, 
producing an ideal iron oxide foundation to which 
paints bond well. 

Use a rag, paint mop, or brush to apply, being es- 
pecially careful to reach out-of-the-way areas that 
you cannot sand. 

For the purposes of this article, we’ll assume that 
the tank at some time was treated with a red-rust- 
inhibitive primer paint. In that case, only certain 
areas should have to be sanded and treated with the 
rust inhibitor solvent. Your next step is to patch 
these areas with a red-rust inhibitive primer. 

The tank may then be finished with either an alu- 
minum or an enamel paint. As mentioned earlier, the 
aluminum paint should have a rust inhibitor such as 
strontium chromate. 

If an oil base paint is decided upon, combine it 
with a rust inhibitive solvent instead of a regular 
paint thinner. This will help the paint spread and 
work into any remaining rusty areas instead of sit- 
ting on top of the rust. The percentage of rust in- 
hibitive solvent used should be at least in proportion 
to the percentage of rusted area on the tank. For 
example, add 25 per cent if the tank is 25 per cent 
rusted. 

The foot-mounting rings of vertical tanks are sub- 
jected to unusual combinations of temperature and 
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Applying rust inhibitive penetrating solvent to the sanded and im- 
possible-to-sand rusted areas is the next step for the painter, who 
had painted only one other tank (shown in background) in his life. 


humidity, and often never have an opportunity to dry 
thoroughly because of their proximity to the ground. 
Therefore, they should be given a special treatment: 
another liberal application of rust inhibitive solvent, 
applied between the primer and finish coats. A good 
rule to follow is two coats of solvent within 60 days 
(under good weather conditions) followed—at the 
first opportunity—by a finish coat. Swab the rings 
thoroughly, getting at the inside through the weep 
cutouts. 

If you diligently follow these suggestions, you will 
soon have your equipment in excellent condition. You 
can enjoy the reassuring thought that the life of this 
equipment has been lengthened considerably. In the 
case of relatively new tanks, you can rest assured 
that their life span will be approximately the same 
as if they had always been painted according to the 
recommended schedule. 


Painting new tanks 


Your brand new tanks should be placed under the 
program immediately. Depending on whether the 
manufacturer has applied a prime coat, either of two 
different procedures should be instituted upon ar- 
rival. 

If a primer was applied, a complete inspection 
should be made to determine its condition. Any areas 
that may have been scratched and become rusted 
should be immediately treated with a rust inhibitive 
solvent followed by a primer patch. 

In the case of a clean, bare metal tank, the first 
step is a degreasing bath to remove grease, tars, and 
other foreign matter that may have accumulated on 
the surface en route. Naphtha or similar degreasing 
liquid can be sponged on or applied by any other con- 
venient method. 

A red-rust-inhibitive primer should then be ap- 
plied. Be sure it contains zinc chromate and red 
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Actual painting begins with a contrasting coat for the bonnet, 
applied by brush. This demonstration was provided by Spatz Paint 
Industries, Inc. 


oxide. If necessary, you can thin this prime coat 
with ordinary paint thinner or mineral spirits. 

Ordinary weather conditions would then permit 
you to apply the finish coat within 24 hours. 


Painting cylinders 
All painting and preparation tips in the previous 


sections also apply to cylinders, including the re- 
minder not to forget the foot-mounting rings. 

With cylinders, however, there are two particular 
factors that should be taken into account when mak- 
ing the aluminum-paint-or-enamel decision. First, 
the amount of handling that cylinders are usually 
subjected to greatly increases the early possibility 
of abrasion and chipping; and enamels are much 
more subject to such wear than are aluminum paints. 
Second, if you are set up to refinish cylinders on a 


With all the preliminaries out of the way, the painter goes to 
work with the roller, “the best painting device yet found for tanks." 
Note that he works from a 5-gal. bucket (in which he has placed 
a grid on which to "work" the roller). 
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After the bonnet is finished, the painter begins the tank, itself. 
He starts with the hard-to-reach places, around regulators, hangers, 
feet, etc., using a brush to cover these relatively small areas. 


mass production basis, fast drying aluminum paints 
may be preferable. 

If you decide on enamel, follow the same recom- 
mendations made for tanks. The enamel will un- 
doubtedly have to be thinned down, but in this case, 
you can use either a rust inhibitive solvent or min- 
eral spirits. If you decide on aluminum paint, you 
will have to make a secondary decision—to repaint 
on a mass production basis or a one-at-a-time basis. 
In the latter case, you use the same aluminum paint 
you would use for tanks. 

On the other hand, you may either have—or plan 
to install—a spray booth to refinish cylinders at 
least every other time they are refilled. In that case, 
a cost factor enters and you will probably want a 
fast-drying aluminum paint to speed production. 
Make sure the paint contains sufficient aluminum 


Twelve minutes after the first photo was taken, the entire job is 
completed! The painting, itself, took only five minutes, about the 
time it takes to fill the average tank, which is the size shown 
here. (500 gal.). 





The ten-piece point 
rolling kit author 
Spatz recommends 
includes: four roller 
covers, two rollers, 
two 4-ft extension 
poles, one grid to 
place in 5 gal. 
bucket, and one 
metal tray. 


paste to allow thinning up to one-third—for example, 
1 gal. of mineral spirits or xylol (a benzene-deriva- 
tive solvent) to every 2 gal. of paint. This will as- 
sure a tough, bright aluminum finish with some re- 
sistance to atmospheric hazards. 


Painting methods 


Four different methods of paint application may 
be used by the LPG dealer: spraying, roller painting, 
dipping, and brushing. Each has its place, the choice 
depending upon the answers to four questions: What 
is to be painted? When is it to be painted? Where 
will it be painted? Who will do the painting? 

Spraying—One of the relatively new mass produc- 
tion methods of painting, spraying receives both our 
approval and out disapproval: “yes” for cylinders, 
“no” for tanks. When you want to paint a large num- 
ber of cylinders—perhaps on an every-other-refill 
schedule—then a spray booth will really pay off. For 
tanks, however, we don’t recommend spraying—un- 
der any conditions. Because the coat of paint cover- 
ing a tank is supposed to be semi-permanent, it 
should have considerable thickness—several times 
that of a spray coat, meaning that several sprayings 
would be necessary. Even if a fairly large spray 
booth were set up in a plant, it would be much 
quicker to apply a single coat of sufficient thickness 
with a roller. Spray painting in the field has been 
tried despite the above argument. Our “No’s” are 
even louder here. Either you have to use the totally 
illegal and unsafe method of hooking up the spray 
equipment to your truck’s pumping equipment, or 
you use the legal and safe—but unrecommended— 
method of “borrowing” the customer’s electricity. In 
either case, you inconvenience the customer and 
spray paint on his grass or other portions of his 
property. 

Roller Painting—This is the best single method of 
paint application. Outside of a spray booth, it is the 
fastest method for painting cylinders—and has the 
further advantage of providing a much heavier coat. 
It is recommended for all cylinder painting—unless 
you now have a spray booth or unless heavy cylinder 
usage dictates frequent refinishing of a considerable 
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number of cylinders and really high production ' 
methods are obviously called for. For tanks, roller’ 
painting is unexcelled—either for in the plant or in 

the field painting. One roller applied coat will cover 

and the job is done very quickly. At the recent Mis- 

souri-Illinois LPGA convention, we proved that a 

man who had never painted a tank before could com- 

pletely cover the average tank (500 gal.) in five min- 

utes, about the time it would take to fill that tank 

with LPG. This certainly appears to be the ideal solu- 

tion to tank paintenance. We believe every bulk truck 

should have a roller painting equipment and offer a 

complete ten-piece kit for less than $13. 

Brush Painting—With the advent of the spray gun 
and the later addition of the roller, the brush has 
been relegated to minimum usage. However, it should 
be a part of every delivery truck’s service kit. A 
brush comes in handy for swabbing rust spots with 
rust inhibitive solvents. For painting purposes, it 
can be used for such odd jobs as valve cover interiors 
and hinges. 


Dip Painting—In-the-plant painting of cylinders 
by the dip-roll method is relatively new and has some 
merit. The big advantage is that the entire cylinder, 
including the foot-mounting ring, can be painted in 
one operation. The twin disadvantages of this sys- 
tem are that cylinder buoyancy demands immersion 
equipment and greater paint losses are possible. Both 
of these cost items will probably be taken care of 
by improvements. 


Estimating the amount needed 


The quantity of paint needed to cover a tank de- 
pends greatly upon the surface condition of the 
tanks and the methods of application. The chart be- 
low is a general estimate, based upon the average 
covering abilities of primer (350 sq ft per gal.), en- 
amel (350 sq ft per gal.), and aluminum paint (400 
sq ft per gal.). 


Tank Size Surface 

(Gal.) (Sq. Ft.) Primer 

500 116 1% qt. Yq qt. 1 qt+ 
1,000 225 1 gal. | gal. | gal. 
6,000 725 3 gal. 3 gal. 2 gal. 
8,000 860 3 gal. 3 gal. 2 gal. 
10,000 1,000 3 gal. 3 gal. 3 gal. 
12,000 1,160 4 gal. 4 gal. 3 gal. 
18,000 1,250 4 gal. 4 gal. 4 gal. 
30,000 2,000 6 gal. 6 gal. 5 gal. 


A final word 


Keep in mind that in your organization you will 
find some resistance to this planned program to get 
your old equipment back into shape. This resistance 
may even come from you. 

We can only urge you to make the initial effort now 
and to follow through on the program immediately. 
Thinking of your deteriorating equipment as cold 
cash going out the door should make it much easier 
for you to make that first move. Put someone in 
charge of the program and pull no punches as to his 
responsibility to keep the program rolling. The pay- 
off will come in less maintenance expense and far 
less frequent equipment replacements. ® 


Aluminum 
Enamel Paint 
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Looking over a carload of cylinders he has just leased in preparation for the coming winter is Florida 
LPG dealer John Bracco Jr. (right). With him is Ken Spaar, who is in charge of Bracco’s bulk tank 


operations. 


Dealer is ready for winter with 


two-way cylinder-leasing program 


EDWARD G. DICKSON 


HANKS to a two-way cylinder-leasing program 

he has just established, LPG dealer John 
Bracco Jr. is ready for the coming winter. Bracco, 
who operates Palm Gas Service Inc. in Ft. Lauder- 
dale, Fla., believes the program—which any dealer 
can copy—will prove to be a potent means of ex- 
tending his househeating load. 

The two-way program works like this: 

1. This year, when Bracco acquired his usual sup- 
ply of a carload of cylinders for the firm’s normal 
expansion, he leased them rather than buying them 
outright or financing an outright purchase. Thus, 
he became one of the first dealers in the country to 
utilize the plan for leasing cylinders “packages” in- 
augurated by LPG Leasing Corp., a subsidiary of 
Weatherhead Co. The ready-for-installation pack- 
age consists of a pair of 100 lb cylinders with all 
necessary fittings. 

2. Bracco, in turn, will lease these packages to 
customers under a merchandising program, which, 
he believes, will enable him to meet the growing 
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competition for this highly-seasonal business. Leas- 
ing costs will thus be passed on to the customer 
and Bracco will be able to continue his expansion 
without greatly increasing his capital investment. 

Cylinder leasing for househeating is a common 
practice in the mild southern Florida climate but 
has generally been used by smaller LPG dealers. 
The prospects to whom Bracco will direct his leas- 
ing program sales efforts will use LPG for house- 
heating only, since, if they had other gas appliances, 
they would already have an LPG supply. Generally, 
they are newcomers to Florida who are under the 
impression it doesn’t get cold in Florida, then buy a 
gas space heater when they find out it does. 

“This package-leasing program came along at an 
ideal time for use,” Bracco said. “We put out about 
100 lease installations late last winter and had just 
decided to go more extensively into leasing to cus- 
tomers. When LPG Leasing Corp. announced this 
package program, we were debating whether to 
finance or to lease single cylinders.” 

Bracco cites several advantages to the package- 
leasing program offered by the Weatherhead sub- 
sidiary: 
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¢ The leasing cost is nominal. He figures it will 
cost him about $28 per package for the 10-year 
lease period and regards that as a small amount to 
pay to avoid a big capital investment. 

¢ Payments on the lease program are made once 
a year. He’d “much prefer” to pay annually rather 
than monthly, as required by financing programs. 

¢ There will be a tax advantage. Payments on 
the lease agreement can be considered operating 
expenses, whereas the outlay for purchased cylin- 
ders must be depreciated as a capital expense. 

e It’s a painless way to increase assets. Under 
the terms of the agreement with LPG Leasing Corp., 
the cylinders belong to Bracco in 10 years—if he 
chooses to exercise his option, or if he so chooses, 
he can buy them at any time during the life of the 
lease—at a preset price. In either case, he figures 
they will have a life of at least 30 years. 

In selecting the package, Bracco chose 100 Ib 
cylinders with a manual switchover. He prefers 
this setup to an automatic switch-over because he 
believes it will ease his operations. If the customer 
is aware that he no longer has a tank in reserve, 
he will be more likely to reorder promptly, thus 
eliminating some of the emergency calls. 

With a supply of 251 packages now on hand, Palm 
Gas will begin its househeating advertising cam- 
paign in August, using newspapers and radio. The 
campaign vill continue throughout the winter, cov- 
ering the Ft. Lauderdale area, going up and down 
the Atlantic Coast several miles each way to include 
Pompano Beach to the north and Hollywood to the 
south. 


Barring unexpected changes, Palm Gas will offer 
two filled 100-lb cylinders, completely installed, for 
$59.50. The customer must sign a contract that he 
will use or pay for 200 lb of gas during each suc- 
ceeding 12 month period. The $59.50, however, in- 


Spear makes a trial assembly of one of the newly-leased package 
units. 





cludes the first years’ minimum of 200 Ib, as well 
as the indefinite lease of the equipment. 

Thus, thereafter the customer has nothing more 
to pay except for the LPG when a new cylinder of 
gas is ordered. That currently amounts to $11 per 
cylinder. 

If the customer fails to use 200 lb of gas during 
the year’s period, Palm Gas will bill him for the 
difference. The 100 installations put out last year 
have not run the full 12 months to provide actual 
leasing experience but, Bracco envisions no billing 
problems. Nearly all his customers use over 200 lb 
per year, the average running close to 300 lb. 

Readers familiar with heating might wonder 
about such a light heating load. The weather bu- 
reau at Miami (25 miles to the south) lists only 
185 degree days as a yearly average. Using the rule 
of thumb for the average house, .25 gal. per degree 
day, that multiplies out to only 46 gal., or very 
nearly 200 lb, for the year. 

In his pricing structure, Bracco passes on to the 
consumer the cost of leasing the package. But he 
believes the leasing price is much more attractive 
than the outright purchase price, which is $90 for 
two cylinders or $49 for one cylinder. Both figures 
are for full tanks, installed. 

“I studied this problem from many angles, and I 
concluded that I actually can net more by leasing 
to the customer than by selling the cylinder out- 
right,” Bracco said. “In addition, when we sell him 
under a leasing program, we have acquired a regu- 
lar customer and need only to keep him happy with 
good service. No one else can fill his cylinders or 
exchange them when they are leased from us. 

“We will continue to sell to customers who want 
to own their own cylinders. We pioneered in that 
service in this area. However, the prices in this 
type of selling have become so competitive that, 
while we make a profit on the cylinder itself, it is 
little more than the handling cost.” 

Bracco pointed out another advantage to the 
package leasing setup. Usually the person who 
wishes to buy, buys just one cylinder. When his 
gas runs out, it’s an emergency and Palm Gas must 
make a delivery immediately. On the other hand, 
the package installation—for only $10.50 more— 
allows the customer the security of an emergency 
cylinder. It also allows the dealer more time to 
deliver the filled cylinder. 

Thus, the more reserve cylinder customers Palm 
Gas acquires, the less strenuous will be the job of 
keeping them happy during cold weather. The prob- 
lems of peak delivery demands, however, never deter 
Bracco. 

“We knew that home heating is strictly seasonal 
before we ever went into it. It can also be the time 
when you make your money. It’s a time when people 
use gas, and if you get it to them, they’ll increase 
your profits. Our entire operation is set up on the 
basis that we will come out with a decent return in 
a mild year. In a cold year, we will make a hand- 
some profit, simply through the increased volume of 
gas consumed.” 

Bracco has had considerable experience in build- 
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This 30,000 gal. storage tank proves ample for all Palm Gas 
needs, which include serving 2300 househeating customers. 


ing home heating loads. Before he came to Fort 
Lauderdale in 1951, he had managed a mobile home 
specialties firm and a bottled gas operation. The 
latter had been developed from a small operation 
which serviced trailer parks to a substantial home- 


‘heating business. 

At Fort Lauderdale, he followed a plan, begin- 
ning with a mobile home supplies store, then adding 
LPG service the following year by filling mobile 
home cylinders and later servicing trailer parks. 

“From experience, I knew what the pattern would 
be, and was convinced there was a good market in 
househeating, which many of the companies were 
shunning in preference to business that was less 
seasonal.” 

Palm Gas then sold cylinders outright. A lot of 
them were 20 lb cylinders for mobile homes, but 
more and more the trend was to 100 lb cylinders for 
househeating. Bracco used newspaper and radio 
advertising and found a ready response. The com- 
pany’s operations extended up and down the coast 
to cover an area with a maximum radius of 20 
miles. This amounts to the entire inhabited portion 
of Broward County, since its central and western 
portions are largely swamp. 

The company now has about 2300 househeating 
customers. Almost all own their own cylinders, but 
depend on Palm Gas to keep them full. 

Despite Bracco’s aggressive househeating cam- 
paign, servicing mobile homes with LPG still ac- 
counts for about one-half of his firm’s income. He 
wants to maintain this ratio and ought to be able 
to, due to both the growth of trailer living in the 
area and the increased use of gas appliances in 
mobile homes. 

Palm Gas maintains 30,000 gal. of bulk storage at 
its plant on the outskirts of Fort Lauderdale to 
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service its customers. For the househeating load, it 
maintains three cylinder delivery trucks and usually 
rents an additional one during the peak season. Two 
servicemen make both househeating and trailer park 
calls. Completing the picture are a 1000-gal. bottle- 
filling station at the plant and one 500-gal. tank 
truck and one 1000-gal. tank truck that regularly 
call on trailer parks. 

With 251 packages already on hand, Palm Gas 
expects to add around 500 new househeating cus- 
tomers during the coming winter. Many will pur- 
chase cylinders outright because there are always 
customers who prefer to remain independent. Bracco 
believes, however, that the package leasing program 
will help him to more effectively meet competition, 
to acquire more steady customers, and to still make 
a reasonable profit. al 


getig Garces ; 
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Primarily for mobile home customers, this bottle-filling station draws 
a steady year-round business. 
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“Our Ford F-I0008 take the long 
grades with less down shifting!” 


says L. W. Bullock, President 
Butane Wholesale Gas Company, Little Rock, Arkansas 


“Ford Super Duties have all the power and 
performance we could want. Our over-the-road 
transports haul 7,250 gallons of butane and 
propane for a gross combination weight of 
59,000 pounds every trip. And with Ford 
tractors, our drivers can take the long grades 
in 7th gear of an 8-speed transmission—com- 
pared with 4th or 5th gear on other trucks 
we've used with 10-speed transmissions. 


“Our four Fords with 477-cu. in. Super Duty 
V-8’s have covered over 273,000 trouble-free 











miles, and the only maintenance we've done 
was to replace spark plugs and points. We 
never have to add any oil between our regular 
5,000-mile changes. 


“Experienced drivers say that these Fords are 
the best darn trucks they’ve ever driven, and 
they take care of them like they were their 
own. We have more Fords on order right now, 
and plan to have nothing but Ford F-1000 
tractors for our bulk transport fleet within 
the next 18 months.” 





“59 FORD PICKUPS GIVE 25.2% MORE MPG! 


25.2% advantage delivered in 
Economy Showdown Tests 
means five days’ driving on 
four days’ gas 


A leading automotive research group 
proved that a 59 Ford Six Pickup will 
run five days on the same amount of 
gas the average competitive ’59 pickup 
burns in four days. 

The tests were made on 1959 six- 
cylinder %-ton pickups of the six lead- 
ing makes purchased from dealers—just 
as you would. The trucks were tested 
in every kind of driving—high and low 
speeds, open highway and city streets, 
even simulated door-to-door delivery. 
And in every test 59 Ford Sixes deliv- 


of 


ered more miles per gallon than any 
other make. 


Here are the actual percentages: 


"59 FORD PICKUP SIXES GAVE 
42.6% better mileage than make “‘D” 
31.1% better mileage than make “1” 
25.2% better mileage than make “C”’ 
22.0%, better mileage than make “S$” 

9.6% better mileage than make ‘G”’ 


What's the secret of Ford’s economy? 
First, of all pickup sixes, only Ford has 
modern Short Stroke design which re- 
duces engine friction and thus requires 
less fuel. Second, to this modern en- 
gine, Ford has added a new economy 





carburetor to meter fuel more precisely 
in both high- and low-speed ranges. 

Your Ford Dealer has the complete 
report of Economy Showdown U.S.A. 
See him right away and get the whole 
story firsthand. 


CERTIFIED 


by America’s foremost 
independent automotive 
research organization* 
*NAME AVAILABLE ON REQUEST 
Send inquiry to P.O. Box 2687, Ford Division 
Ford Motor Co., Detroit 31, Michigan 
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With LPG's biggest season just ahead, it's 
time to think again about getting the 
product to market. BPN's annual Trans- 
portation section covers both sides of 
the picture, transporting the product to 
the dealer and from the dealer to the cus- 
tomer. Separate stories offer basic help 
on, first, selecting a chassis, then, on de- 
ciding on what goes on it. A report brings 
you up to date on the hottest topic in 
trucks these days, the war on weight. 
Rounding out the section is a case history 
of a preventive maintenance program 
that enables a transport firm to use all its 
trucks around the clock when necessary. 


Reviewing the basics of 


truck selection and care 


INCE motor vehicles are principal tools of the 
wy liquefied petroleum gas industry, the proper selec- 
tion and care of the truck fleet are vital economic fac- 
tors to the LPG distributor and the dealer. 

Picking the right truck for the job and observing 
the fundamental procedures for using and maintaining 
the unit can make money for the operator. But the 
wrong choice, abuse, and negligence can result in red 
ink in the form of short vehicular life, plus costly re- 
pairs and down-time. 

The L. P. gas industry covers a broad scope of truck 
usage, ranging from large transports for long hauls to 
bobtails, flatbeds, and pickups for short runs. These 
operations cover a wide spread of gross vehicle weight 
requirements. 

Selecting the right truck for the job requires an 
appreciation of the real meaning of gross vehicle 
weight “gvw.” It is an elementary fact to most truck- 
ers that gvw equals the curb weight of a unit plus 
that of the body, the payload, and the driver. Never- 
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theless, how gvw is determined and its importance in 
truck operations are all too vague for many persons 
associated with the business. One expert has described 
it thus: 

“The mysterious land of gvw is bounded on the 
north by truck specifications and selection, on the west 
by load-carrying ability, on the east by truck life, and 
on the south by truck warranty.” 

All are outlying territories affected by gross ve- 
hicle weight. 

To solve the problem of gvw, the basis of truck se- 
lection, it is well to consider the standards and goals 
with which truck engineers work in determining the 
rating. The engineer believes standards in determin- 
ing truck gvw ratings should take into consideration 
what is expected to be achieved in designing the trucks 
as well as what truck users demand from the units. 

Provided a truck is handled and maintained cor- 
rectly and is not consistently. subjected to overload 
and undue abuse, it might reasonably be expected to 
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"The expense of down-time can soon eat up the initial saving 
resulting from buying a too-light truck.” 


give 100,000 miles of service before major assemblies 
are removed for complete overhaul. This would apply 
to such basic components as engine, frame, axles, 
springs, transmissions, etc. It should not be applied to 
expendables like spark plugs, brake linings, and tires. 

In determining what might be expected of a truck in 
total miles, weight and speed are factors that must be 
considered. A change in one affects the other two. 
Therefore, the gvw assigned a specific vehicle might be 
expected to produce the maximum miles of operation at 
normal operating speeds on the highway. 


it 




















Obviously, the same life expectancy formula cannot 
be applied to a truck in relatively light service as to 
one in a rough, off-highway job. Truck engineers rec- 
ognize three distinct types of truck usage. They are: 

1. General use—with either diminishing loads, or 

one way loaded and the other way empty. This 
includes most trucks sold today. 

. Highway use—ordinarily a tractor, both ways 
loaded, or a straight truck with load both ways. 
Either means long distances, high road speeds, 
and high engine rpm over long periods. 

. Off-highway use—traveling where there are no 
roads or the roads are unimproved, relatively 
rare but rugged applications. 

The first two uses apply to the LPG industry, the 
third only infrequently. In all categories, top results 
depend upon two important factors—normal mainte- 
nance and normal care in operation. 

Highway use involving higher road speeds is more 
demanding and the same mileage goal as for general 
usage should not be expected to apply. Long hauls and 
overloads take more out of a truck. A more realistic 
expectation might be 80 per cent of the general usage 
mileage. In the more rugged off-highway use, running 
in intermediate gears at high engine rpm an economic 
life expectancy as low as 60 or 50 or even 40 per cent 
of the general use mileage may result. If, for example, 
a 40 per cent overload is regularly demanded, a major 
component failure should cause no great surprise. 

Greater mileage may be predicted with lighter 
loads, reduced engine strain and easier working condi- 
tions. However, these general standards are no posi- 
tive guarantee to individual buyers because so much of 
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truck life depends upon the way the truck is used, 
driven, and maintained. 

A good case in point is the door-to-door delivery 
operation. Although the load may be well below the 
rated capacity of the truck and speeds moderate to 
slow, this is one of the most grueling jobs for engine 
and drive line components. Constant starting and 
stopping are hard on clutches, brakes, and transmis- 
sions, and long periods of engine idling are more harm- 
ful to an engine than many more rugged hauling jobs. 

Some truck users knowingly buy and operate trucks 
that will be continually overloaded, gambling that cost 
of repairs and down-time will not offset initial savings. 
Others buy trucks with the gvw rating to handle the 
job, being willing to pay the additional price as in- 
surance against repairs and down-time. Experience 
has proved the latter is the better course in the long 
run, because the expense of down-time can soon eat up 
the initial saving resulting from buying too-light 
equipment. 

Further insurance in fleet operations, in fact a 
necessity, is a consistent and systematic preventive 
maintenance program, “pm.” Each truck manufac- 
turer has a recommended pm program of specific in- 
spection and adjustment procedures at regular inter- 
vals. Based on normal operating conditions, this pro- 
gram deals with fundamental requirements and should 
be modified according to the type of fleet operation. 

Basically, these programs require at the end of each 
1000 miles checks of: all operating instruments, 
brakes, lights, clutch pedal, paint, sheet metal, up- 
holstery, transmission oil level and air cleaner, plus a 
complete lubrication and change of engine oil. 

In addition to the routine 1000-mile checkup, addi- 


tional steps normally are recommended every 5000 
miles. These include a complete engine tune-up, cross- 
changing of tires, and brake adjustment. 

The 10,000-mile procedure, repeating the 1000- and 
5000-mile routines, also requires adjustment and lu- 
brication of front wheel bearings, along with a report 
en condition of front brake linings and drums and 
draining and refilling of transmission and rear axle. 

Experience has proved in the examination of count- 
less fleet records, that a few minutes of preventive 
maintenance can prevent a few hours of down-time. 
Start taking those few minutes regularly—beginning 
right now! * 
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J. E. Allen began building tanks for 
his Allen Butane Gas Co. in 1946. 
Demands from other LPG dealers 
became so great that he organized 
North Texas Tank Co., now one of 
the nation's largest. The parent com- 
pany, Allen Butane Gas, has proved 
to be an ideal laboratory for testing 
new ideas in trucks. In this article, 
Allen offers basic advice—backed 
by 20 years in the LPG business. 





A tank manufacturer 


(who is a veteran LPG dealer) 


offers a few truck tips 


KEN KIRKPATRICK 


E. ALLEN, president of North Texas Tank Co., 

e Denton, Texas, willingly shares his experience 
in truck selection with interested LPG dealers. After 
thoroughly discussing the dealer’s delivery operations, 
he is able to suggest the type of truck best suited to 
the dealer’s needs. 

“Selecting a new tank truck affects future profits 
more than many LPG dealers realize,’ Allen says. 
“Many factors that affect operating costs and produc- 
tive value of an LPG truck are overlooked by the 
dealer who simply buys another truck like the one he 
already has. 

“Buying a particular size and type of tank truck 
should not be an arbitrary choice if a dealer wants 
the truck to earn maximum profits. The right size 
and type of truck will deliver LPG at a lower cost 
than a truck that doesn’t fit the dealer’s needs.” 

The many factors involved in getting the right 
truck for a specific operation are related to two main 
considerations, materials used in the unit and the 
proper size and type of tank, chassis, and delivery 
equipment. 
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Over the 15 to 20 years a truck can be expected 
to remain in service, the larger payload made pos- 
sible by proper structural metals can greatly increase 
dealer profits. For example, Allen figures light mate- 
rials save 3000 Ib of dead weight in a 3000-gal. truck, 
making possible a 3000-lb larger payload. A larger 
payload (1) reduces time required to deliver a given 
volume of gas, (2) cuts fuel costs for deliveries, (3) 
lowers vehicle taxes, and (4) avoids the wear and 
tear caused by greater gross vehicle weight. 

“Tank size and type, accessory equipment, and 
truck chassis depend upon operating conditions in 
the dealer’s territory,” says Allen. “Traffic conges- 
tion is one important factor. Heavy traffic slows truck 
runs. Excessive return trips to refill a tank truck are 
especially costly. Under such conditions, the dealer 
should select the largest truck that can handle deliv- 
eries properly.” 

Road conditions also affect tank size. Small trucks 
are often necessary for rural deliveries because of 
weak bridges and unpaved roads that would be dan- 
gerous for larger trucks. 
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- Cgipyped 


You are better equipped to meet all conditions and 
competition when you have a Sid Richardson Gasoline 
Co. LP-Gas contract. 


Your dealer protection contract assures you on-time 
shipments of top quality product at competitive prices. 
Your success determines our success. You have no 
company-owned wholesale or retail outlets competing 
with you. 


Std Richardson 


GASOLINE CO. 


629 FORT WORTH CLUB BUILDING e FORT WORTH, 


H. M. JONES 
5123 NO. NEW JERSEY 
INDIANAPOLIS, INDIANA 
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REGIONAL REPRESENTATIVES 


MARVIN L. DOSS B. E. PATTON 
3148 SANDEFER 6446 XERXES SO. 
ABILENE, TEXAS MINNEAPOLIS, MINN. 


TEXAS 


G. C. ANDERSON 
7737 HAMILTON ST. 
OMAHA, NEBRASKA 
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"A good illustration of how the little factors can mean 
a lot when buying a truck" is the way time and money 
can be saved with the most appropriate meter and hose 
installation. 








Simplest and most inexpensive is the exposed installation with 
the hose simply lying on the shelf in the skirt. It offers maximum 
operating ease and speed where weather conditions are not a 
serious problem. This driver's side location is preferred for rural 
deliveries. 





More elaborate, more expensive, and more time-consuming-in-use, 
but definitely better looking and an absolute must for bad 
weather conditions is this fully enclosed installation. For normal 
city use, it would be on the curb side of the truck. 





This fully-enclosed, rear-mounted installation is intended for all- 
weather use where deliveries will be made on both sides of the 
truck. The door lifting to reveal this neat, impressive display of 
equipment might also be the door opening to a long sales rela- 
tionship with a new customer. 
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In determining tank size, a dealer should also con- 
sider the expected monthly volume the truck will de- 
liver, as well as his plans for future growth. For 
example, an LPG truck making deliveries where 500- 
gal. customer tanks are common, should be the maxi- 
mum legal size. 

“Generally speaking, the tank truck chosen should 
be the largest that will operate efficiently over the 
terrain it will cover,” Allen summed up. “Proper 
sizing is extremely important because it permits de- 
livering maximum volume with a minimum number 
of trucks.” 

Another important factor decision is whether a 
single-barrel or twin-barrel tank should be installed. 
Both types have their advantages and disadvantages. 

“A greater volume can be handled by a single-barrel 
tank. This is especially important when the truck 
will be operated in heavy traffic. While the weight 
balance of a single-barrel tank is not as good as that 
of a double-barrel truck, it is good enough for use on 
city streets. However, for rough terrain, where good 
vehicle balance is needed to prevent the truck from 
turning over, a twin-barrel is better.” 

Double-barrel tanks offer the big additional advan- 
tage of carrying both butane and propane at the 
same time. This is important when both must be 
delivered to nearby locations, often saves a return 
trip. This is also a major factor to consider when 
deliveries are made in a rural area where roads are 
poor and it takes considerable time to get to the cus- 
tomer. The biggest disadvantage of twin-barrel tanks 
is, of course, that they require more chassis for a 
given load. 

“The location of delivery hose and meter may seem 
unimportant, but placing them properly for delivery 
conditions to be encountered saves the driver’s time, 
and increases his daily volume,” Allen stressed 

Delivery equipment can be placed on either side or 
at the rear of the truck. In areas where trucks usual- 
ly service tanks located underground or at the curb, 
delivery equipment should be on the curb side of the 
truck. 

When a truck makes city deliveries on both the 
curb and driver’s side, the rear location for the de- 
livery equipment is best. This is also true when the 
driver uses city alleys, working both sides. 

Delivery equipment should be on the driver’s side 
for rural deliveries. This more convenient location 
provides faster operation. 

“Another factor to be considered,” Allen added, 
“is whether the meter and hose should be in the open 
or enclosed.” 

Where weather is normally severe, enclosing meter 
and hose equipment offers needed protection from 
rain, ice, and snow. Where such protection is seldom 
necessary, delivery equipment can be in the open so 
the driver can get at it easily and quickly. Open 
installations, when practical, save time otherwise 
wasted in opening and closing doors and unwinding 
and rewinding hose. 

“This can amount to many hours—and dollars— 
over a month’s deliveries,” Allen concluded. “A good 
illustration of how the little factors can mean a lot 
when buying trucks.” i 
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EAST, WEST, NORTH OR SOUTH— 
THE STORY’S ALWAYS THE SAME 


“Cities Service has helped me 
build a $5,000,000 volume 
in just 10 years” 


Thermogas Company has expected and received 
the full cooperation of Cities Service since the start 
of the company in 1948. Inventory control... 
warehousing . . . bookkeeping . . . sales training and 
education are all areas in which Thermogas has 
looked to Cities Service for experience and guidance. 

Right now, this distributor is in the midst of 
spending $80,000 per year to conduct intensive 
courses for employees and customers in virtually 
every phase of LPG operation. Expert Cities 
Service instructors are used for many classes. 











“| was in a jam but 
Cities Service pulled me out” 


December 1, 1956, Loyd Hittle took over an LPG 
Distributorship. “On top of all the normal confu- 
sion, I found the storage tanks completely dry and 
customers clamoring for delivery.” Hittle made a 
call to Cities Service and next morning he had his 
propane plus the assistance of a Cities Service tech- 
nical representative, 

Hittle Service is just one of the many LPG Dis- 
tributors who have found Cities Service a valuable 
aid to business as well as a dependable source of 
supply. 

Call or write the Cities Service office nearest you 
for full information. 








| 3435 Broadway 500 Robert Street 
Kansas City 11, Missouri St. Paul 1, Minnesota 


20 N. Wacker Drive 6611 Euclid Ave. 
Chicago 6, Illinois Cleveland 3, Ohio 
701 Sherland Building 7730 Carondelet Ave. 
QUALITY PETROLEUM PRODUCTS South Bend 1, Indiana Clayton 5, Missouri 
626 E. Wisconsin Ave. 1658 East Euclid 170 University Ave. 


Milwaukee 2, Wisconsin Des Moines 13, lowa Toronto 1, Canada 
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Typical of light weight transports now 
turned out is this unit, delivered in June 
to a western LPG operator. Built by 
Lubbock Machine & Supply Co., it has 
11,000-wg-plus capacity, is designed to 
haul 41,700 Ib payload in a state where 
the gross weight limit is 76,800 |b, using 
a 14,000 Ib. tractor. 


Transport, bobtail manufacturers continue 


War on Weight 


66 HAT’S all this about T-1 steel?” asked 

BUTANE-PROPANE News a year ago (Septem- 
ber, 1958, pp. 28-30). In a survey of manufacturers, we 
found out what T-1 steel was, how much weight could 
be saved by using it in transports and bobtails, what 
extra capital costs were involved, and what it meant 
to the average LPG operator. 

The use of T-1 in the barrel, of course, is only one 
means of saving weight. Manufacturers, in conjunc- 
tion with the more experimentally minded of their 
customers, have long been working on all aspects of 
the problem. What progress, we wondered, are they 
making? 

So we asked them, and as a sequel to last year’s 
T-1 story, we present here some up-to-date facts on 
the continuing war on weight. 


Q. First off, what percentage of current production 
is in T-1 tanks? 


A. This varies greatly among manufacturers, but at 
least some of them are building all transports with 
T-1. One is Mississippi Tank Co., which builds 
transports in 7000-to-10,500 wg capacities. J. B. 
Beaird is another, dividing production about 50-50 
between 7500-to-8000-gal. models for mounting on 
single axle tractors and 9000-to-11,000-gal. tandem 
tractor models. 

Another firm that turns out only T-1 transports 
is Pressed Steel Tank Co. Most of its production, an 
estimated 70 per cent, is in the 8600-gal. size. The 
remaining 30 per cent is equally divided among 
8300-gal., 9000-gal. and 10,000-gal. sizes. 
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North Texas Tank is building 99 per cent of its 
over-7500-wg models with T-1 steel, and 85 per cent 
of its smaller transports. 

Among bulk delivery trucks, T-1 is used in 98 per 
cent of the 2800-wg-plus models and 20 per cent of 
the 2500-2800-wg models, but only 5 per cent of all 
smaller models. Even this small percentage in the 
under-2500-gal. category is rather significant. A 
year ago, we reported that the lower range of T-1 
bobtails was around 3000 wg, because of the eco- 
nomics involved. Obviously, some dealers are now 
convinced that the 16-to-17 per cent weight saving 
has advantages even in the small models. It’s the 
old story of capital costs vs operating expenses, and 
the former seems to be getting less important all 
the time. 

Not all companies approach these production rec- 
ords. Trinity Steel Co., for example, makes only 23 
per cent of its 3000-gal., 46 per cent of its 7500-gal., 
and 31 per cent of its 10,000-gal. carriers from T-1. 
This is not to imply that Trinity is not itself sold 
on T-1. Nothing could be farther from the truth, 
for Trinity was one of the leaders in the trend. But 
the customer is still king, and if he doesn’t specify 
it, it won’t be used. 


Q. In what other ways can weight be saved on fuel- 
carrying vehicles? 


A. Skirting is one way. Nor-Tex uses both alumi- 
num skirts and cabinets, which together save up to 
1000 Ib on bobtail delivery units. Mississippi Tank 
standardized on aluminum skirting, figures the sav- 
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How JOHN DEERE helps 
bring LP-Gas to the Farm 





First “Full-Line’” Crop Dryers 
Promote Push-Button Sunshine 


When you encourage crop drying, you take a big step toward bal- 
ancing your distribution load and introducing LPG for other farm 
uses. Now, John Deere Crop Dryers, along with tractors, combines, 
cotton pickers, and irrigation engines, are introducing more and 
more farmers to the convenience and efficiency of this modern 
fuel. Here are some reasons why you can recommend them: 


Every farmer wants to “make hay while the sun shines.” 
The same principle applies to most other crops. Early, J @ H Ml D E E R E 
high-moisture harvest plus artificial drying pays, in nor- JOHN DEERE] “WHEREVER CROPS GROW, THERE'S A GROWING DEMAND 
mal as well as wet years. It takes away risk, loss, and dis- ON SONNE. ES FRY er 
comfort; adds security, convenience, and profit. 

Drying makes sense, when you're sure. And the new 
John Deere Crop Dryers, first to be made and backed by 
any full-line farm implement company, provide that assur- 
ance. They set a standard of safer, easier, more depend- 
able operation that many have waited for. 

The batch-type 458 Grain Dryer, for example, features 
a unique blending system and unmatched fan performance 
for fast, uniform drying . . . full thermostatic control. . . 





Po ene een acne arena annem nnnnenS 

SEND FOR FREE LITERATURE | 
John Deere . Moline, Illinois ° Dept. C-104 ! 
Please send free literature: [] Drying Crops with Pushbutton 


Sunshine [] 458 Grain Dryer [) 88 Portable Crop Dryer 
(] LP-Gas Tractors. 











electronic flame safeguard system . . . indicator-light panel — y 
. . top-quality “plumbing” . . . low power requirement. RR Box 
The 88 Portable Crop Dryer, a versatile heat unit for 

drying ear corn, hay, peanuts, or grain in wagons or suit- on 

able structures, has the same fan, burner, and controls— State 








plus three spark-arrester screens. 
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All aluminum cabinets and skirting helped reduce weight on this 
Mississippi Tank 2600-wg unit to 23,000 Ib at 85 per cent load. 


ing at 60 per cent, the increased cost at 30 per cent. 
Trinity Steel has not used aluminum skirts, feeling 
that the additional stiffeners required offset the 
weight savings of the material. However, this com- 
pany reports it is building more and more units with 
smaller skirting. Many customers are specifying 
the complete elimination of this item. 


Q. Can weight be saved on fenders? 


A. Aluminum fenderettes are becoming more popu- 
lar. They are standard with Mississippi Tank on 
large bobtails and are also used on transports. Trin- 
ity has equipped some tank trucks with them, but 
“only where great strength is not required.” 

There is some controversy over plastic fenders. 
Some manufacturers claim they are brittle, and 
crack too easily. Others have supplied them on re- 
quest. Some are still undecided, but are field testing 
them for durability. 

We recently encountered one company—Griffith 
Transportation Co., in Carmi, Ill. (see story on page 
58) which has had excellent results with plastic and 
intends to order more fenders of this material. One 
minor accident put only a short crack in the plastic, 
whereas it might have badly dented or ripped a steel 
fender. It was easily and quickly patched. And the 


This 10,200-wg transport, built by Beaird, has an empty weight of 
20,130. In addition to T-1 steel barrel, it is fitted with half- 
baffles; tubeless tires; 5-spoke Dayton high-tensile wheels; Binkley 
landing gear with aluminum dolly wheels; aluminum cabinet, 
fenders, and hose tubes; and a Neway RTS-500 suspension. 
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Aluminum bumpers and aluminum fenderettes combine with T-I 
steel tank to reduce tare on this 8200-wg Mississippi Tank transport. 


beauty of it, according to Griffith, was that the re- 
pair could be made on the truck without hazard. 


Q. What other aluminum components are being 
used? 


A. Aluminum bumpers, for one. Several manufac- 
turers are installing these where specified. Nor-Tex 
is also using aluminum baffles of a “Venetian blind” 
design to save up to 400 lb. 


Q. What about light-weight wheels? 


A. All respondents stated that the lightest-weight 
wheel “commensurate with safety” (in the words 
of one) were being used. 

Griffith reported that a new 3-spoke wheel is now 
available which has T-shaped spokes and two lugs 
each at the hub. 


Q. Tank baffles seem to offer possibilities for weight 
reduction. What can be done here? 


A. Light-weight, high tensile strength steel bulk- 
heads seem to be the most popular solution to baffle 
weight. As noted above, Nor-Tex uses aluminum. 
The next step seems to be reduction in the size of 
baffles. Several manufacturers have done this. Some 
have carved holes in them without destroying their 





This 10,425-wg unit has features almost identical with those of 
the other Beaird unit, except for the Hendrickson RSAA-320 
rubber-mounted suspension with aluminum walking beam, which 
also saves same weight as Neway unit (100 Ib) by reducing sub- 
frame requirements. Empty weight of the vehicle is 21,243. 
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profits on your winter gas sales. Take stock 
of your needs . . . then call Master for prices 
and delivery on storage tanks and transports. 
We’re building them and selling them from 
Quincy and Dallas. Write, telephone or wire 
the nearest Master Plant. 
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Break the bonds of limited storage capacity 
with Master LPG Storage Vessels. We build 
to your specifications in ANY size. Full 
X-rayed seams assure absolute safety. Meets 
—_ requirements. Send for Master Storage 
older. 





Dealers’ choice . . . MASTER transports of 
miracle light-weight T-1 Steel for BONUS 
payloads. Engineered and built to meet your 
specifications up through 10,000 water gallons. 
Fabricated to meet the latest codes. Fully 
X-rayed and sand blasted. Recessed fittings. 
Simplified plumbing system. Send for Master 
Transport Folder. 





The “Time Saver” is a money saver ti LPG 
operators—featuring a hose reel located in 
a side cabinet for simplified sidewalk delivery. 
The fire extinguisher is mounted in a recessed 
cabinet on the left side of the truck. Two 
. cabinets at the rear carry extra fittings and 
valves. All fittings are recessed; all seams are 
100% X-rayed. Available in capacities up to 
2400 water gallons. 







MASTERPIECES OF 


STEEL FABRICATION 
2000 S. Front St. © Quincy, Illinois © BAldwin 3-5014 


P. O. Box 5146 © Dallas, Texas © Riverside 7-2441 
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Built by North Texas Tank, this 8250-wg unit weighs 27,700 Ib 
empty. Loaded with propane to 85 per cent of capacity, the 
weight goes up to 57,400 Ib. 


ability to break up surge. Others have eliminated 
baffles entirely, if so specified. But this is a some- 
what controversial measure. Some don’t believe it’s 
wise; others do. Transporters have also expressed 
differences of opinion. Where full-capacity drops 
are made, and trucks are never driven with partial 
loads, surge is almost completely eliminated, say 
some. Therefore, they see no reason for them. One 
manufacturer stated that it has been proven that 
load surge “is not actually dangerous,” but its 
psychological effect on drivers has led many deal- 
ers to return to using baffles. A saving of 500 lb or 
so in a large truck would be well worth study if 
there is no danger involved. 


Q. Where else might weight be saved? 


A. Here are a few items for consideration: tubeless 


Plastic fenderettes can contribute measurably to increasing the 
payload says Cranston Stiff of Griffith Transportation Co. Griffith 
is now starting to use them on all its trucks. They are easy to 
patch, too, according to Stiff, who is shown here inspecting a quick 
repair job on one of them. 
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North Texas Tank Co. saved 700 Ib on this bobtail with aluminum 
skirting and cabinets. The 2800-wg unit weighs 13,800 lb empty, 
23,940 Ib with 85 per cent load. 


tires, elimination of the spare tire and tire carrier; 
elimination of the front brakes on tandem tractors; 
redesign of transport sub-frames using light-weight, 
high-tensile strength steel; re-engineering of adjust- 
able transport rub plates; replacement of adjustable 
rub plates with fixed ones; and elimination of all 
non-essential structural materials. 


Q. By incorporating all these reducing features, how 
much aggregate weight could be saved? 


A. Beaird has come up with item-by-item figures, 
which are presented here: 


Weight Differentials 
Weight Alternate Weight Savings 
(Ib) (Ib) (Ib) 
536 Aluminum 210 326 
Fiber glass 130 406 
Plastic (contour) 90 446 
Half-baffle 275 
No baffles 0 
20x 7.50 V-10 Dayton 5- spoke 
10-hole Budd cast 50 
dual 158 


Item Standard 


Fenders Steel 


84-in. ID 


Supplementary savings 
Elimination of spare tire and carrier 265 |b 
Fixed rub plate (vs adjustable) 250 |b 
Aluminum bumper (vs steel) 25 |b 
Eliminate front brakes on tandem tractors 240 |b 


All this adds up to a lot of potential weight sav- 
ings, which are readily convertible into increased 
earnings. Some manufacturers figure you can earn 
up to $1 per year for every pound saved. That’s 
worth giving a lot of thought! 

The industry has come a long way in the past few 
years in weight reduction, but manufacturers are 
not complacent. They feel that a great deal more 
can be done. In the words of Dillard R. Cantrell, 
chief engineer for Trinity Steel, “we are still not 
satisfied ... and continued research and redesign is 
being practiced at Trinity to build a better prod- 
uct, a stronger and a lighter product at no additional 
cost to our customers.” 

To which, we imagine, a number of others would 
add their warmest “amens.” Ld 
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TEXACO’S DEPENDABLE SUPPLY OF LP-GAS 





MEANS A SOLID FUTURE FOR YOU 


No question about it, Texaco LP-Gas 
Distributors have a big edge because 
they are assured of on-time, depend- 
able deliveries. Texaco is one of the 
largest producers of LP-Gas and has a 
new fleet of tank cars for fast delivery. 

If you are looking for a solid future, 
consider this fact: 683 distributors of 
Texaco products have been with us for 
20 years or more — many others for 
as long as 45 years. These men have 


found it pays to be on the Texaco team 
of successful Distributors. 


5 reasons why it pays to be 
a Texaco LP-Gas Distributor 


1. A product of highest quality—mois- 
ture-free. 

2. Dependable and efficient delivery, in 
a new fleet of tank cars, from 31] stra- 
tegically located production areas. 

3. Immediate acceptance. Texaco LP- 


Gas is sold under the nationally famous 
trade-mark, the Texaco red Star with 
the green “T.” 

4. One of the largest producers of LP- 
Gas, Texaco is the only petroleum com. 
pany to build up successful distribu- 
tion of its products nation-wide. 

5. Profitable and proved sales policies. 
Texaco does not compete with its inde- 
pendent distributors of LP-Gas, 


Team your name with Texaco and profit. Let us tell you about the opportunities 

for a sound and profitable business with Texaco LP-Gas. Call or write today .. . L Pp 
Texaco Inc., LPG Sales Division, P. O. Box 2420, Philtower Bldg., Tulsa, Okla., 

DIamond 3-4101; 3350 Wilshire Blvd., Los Angeles 5, Cal., DUnkirk 5-0515. 


GAS 
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TRANSPORTATION 


These four transports, together with five sister ships, supply LPG to 56 bulk plants in three states. To 
keep the Griffith customers supplied, they must be kept rolling nearly every day in the year. This remark- 
able performance is possible only because of a rigid preventive maintenance program. 


Preventive 


Maintenance 
keeps fleet rolling 


around the clock 


EEPING a full fleet of transports rolling around 

the clock (and the calendar) can be a tough 

assignment, especially when you’re located in a town 
some 40 miles from the nearest big city. 

But Griffith Transportation, Carmi, IIl., does it. 
The reasons? First, a sound preventive maintenance 
program. Second, a full-time crew of mechanics. 
Third, a well-stocked parts department. Fourth, a 
100 per cent LPG-powered fleet. And fifth, a steady 
lineup of drivers, each of whom is almost always as- 
signed to the same tractor throughout its lifetime. 

Carmi is a moderate-sized town with a thriving 
business district and many nice homes. The nearest 
major city, Evansville, Ind., is some 40 miles away— 
as is the International Harvester distributorship, 
which has the only International shop in the general 
area equipped to do major engine overhauls. Yet 
Carmi is otherwise an ideal location for the tri-state 
transport business carried on by Griffith in southern 
Illinois, Indiana, and Kentucky. 
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So at Griffith, a shop manned by skilled mechanics 
is a must. So, too, is a well-organized preventive 
maintenance program. 

Griffith Transportation, owned and operated by 
Jack Griffith, one of the sharpest and most experi- 
enced operators in the business, has a compact fleet 
of nine transports supplying LPG to 56 plants in the 
three states. The company has no storage of its own, 
the transports delivering direct- from refineries at 
Tuscola, East St. Louis, Crossville, and McLeansboro, 
all in Illinois. Two units are 10,000-wg T-1 tandems; 
the rest are 9240’s and 7800’s. All together, these 
trucks haul between 18 and 20 million gal. per year. 
Individually, as an average, they would thus carry 
more than 2 million gal. 

That’s a large order for any transport. And it’s 
made a little tougher by low weight limits, particu- 
larly in Kentucky. Illinois has a limit of 59,000-lb 
(68,000 for tandems) ; Indiana has a 61,000-lb limit, 
with 72,000 on tandems; Kentucky has a top weight 
of 58,000 for both classifications. So on the 10,000’s 
and 9200’s, Griffith cannot fill to the safe limits. On 
the 10,000’s, gallonage is held 9 per cent below the 
customary levels and on the 9200’s, 7 per cent under 
the usual levels. 

Average load, then, would be well under 8000 gal. 
But using that figure as a convenient number, you’d 
find that to carry 2 million gal., a truck would have 
to make 250 trips per year to the refinery, thence to 
the customer, then back to the Carmi garage. A trip 
every working day in a five-day week, in other words 
—with no allowance for time out of service. 

Of course, it’s not steady. Griffith has peaks like 
everyone else. For example, in January 1958, the fleet 
traveled an aggregate of 2524 miles per day (average 
280 miles per truck) on a seven-day-per-week, 24- 
hour basis. Total gallonage hauled per day, average, 
was 85,188; the per-truck average, then, was 9465 
gal., or more than one load per day. 
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TITAN, JR. 

2600 water gallon capacity—weighs less than 23,000 
lbs. loaded! The secret is exclusive Mississippi Tank 
design which insures perfect weight distribution and 
maximum loading. A 202-B steel construction, 72” 
inside diameter tank, fully X-rayed and sand blasted. 


LEE LLL LE ILE ~, 
4 


PAYMASTER TWIN 


Streamlined and beautiful, the Paymaster is engi- 
neered to give low cost service on back roads or 
highways. Many low-cost options for high-profit 
operation. Available in 1200 to 2300 water gallon 
capacities. 


CU Missisuinpi Tank Delivery Unite 
are fabricated according to latest 
CAME Code, and ICC Specifications 








Neon 
MISSISSIPPI 
TANK COMPANY 


INCORPORATED 
Hattiesburg, Miss. JUniper 3-0262 
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T-1 TITAN 


Its extra capacity—3075 water gallons on a single 
18,000-lb axle, enables the Titan to pay for itself in 
a matter of months. Lightweight T-1 steel construc- 
tion, 7614” inside diameter, tank fully X-rayed and 
sand blasted. 


ATLAS SINGLE BARREL DELIVERY 


Quality designed and precisely balanced for maximum 
payload capacity at low cost. Finished with many 
deluxe features you’d expect to find only in higher- 
priced models. Capacities: 1500 to 2300 water 
gallons. 


Mail coupon for literature on the 
latest in profit-designed equipment 


MISSISSIPP! TANK COMPANY, INC. 
Hattiesburg, Miss. 

Please send literature on 

——-Single and Twin Barrel Delivery Units 
——T-1 Steel Transports 

——Domestie and Bulk Storage Tanks 


COMPANY 
ADDRESS 


CITY and STATE 
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Located 40 miles from the nearest large city, Griffith Transporta- 
tion must make all its own inspections and do all its own repair 
work. This is a full-time job for Shop Foreman Kenneth Murphy 
(foreground) and Howard Saunders, shown here in the new (not 
quite completed) Griffith shop. 


GRY tT 
Ar. 5PO! TATION 


Pe 


Paget 


At the end of a shift, Driver Harry Clark checks in with Mechanic 
Howard Saunders. Each driver is obligated to make a daily 
inspection and file a report with the shop. The mechanic then 
makes his own report of findings on any items needing attention. 
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The radius covered by the Griffith trucks is ap- 
proximately 140 miles. The East St. Louis and Tus- 
cola refineries are 150 or more miles from Carmi 
headquarters. So more than one load per day keeps 
the trucks humming all the time. 

This kind of schedule is rougher on the trucks than 
on the men. In the winter, Griffith goes on a seven- 
day schedule, around the clock. 

In summer, service is cut to 5 days and 11% shifts. 

Such a rigorous routine leaves no room for rubber- 
tired invalids. Every truck must be kept in top 
shape the year around. Troubles must be anticipated 
and averted before they become evident. A single 
truck, laid up for a week or two in the winter, could 
clobber the tight Griffith schedules. 

So the company has a well planned repair facility, 
a skilled and responsible crew of four (two mechanics 
and two helpers), and a stock room that’s always kept 
up to quota on spare parts. 

At the end of each day’s work, the driver of each 
vehicle is required to submit a “Driver’s Vehicle Con- 
dition Report,” a single-sheet form (illustrated) on 
the face of which is listed the truck identity, the 
time, date, place, and speedometer reading, and hours 
and miles in use. Below this is a comprehensive 
check list covering fuel, water, oil supply; condition 
of brake lines and electric lines to trailers, drive line, 
coupling devices, springs, etc.; emergency equipment; 
fuel system, cooling system, engine, leaks, lights, and 
reflectors; and more than a dozen other items. These 
are categorized by circumstances of inspection—that 
is, “before starting engine, after starting engine— 
out of cab,” etc. 

A column is provided for the driver to insert ap- 
propriate check marks. When repairs or adjustments 
are indicated in this column, the mechanic is respon- 
sible to take corrective action and note it in the ap- 
propriate space in an adjoining column. 

On the reverse side is a supplementary check list 
and a listing of items for which expense might have 
been incurred if the driver had a breakdown on the 
road. 

This report, together with preceding and succeed- 
ing reports, gives a running diary of the vehicle. 
After completion, each is retained in a vehicle file for 
30 days as a guide to other inspections. 

Once each week, every vehicle is pulled off the road 
for a single shift, and is given a complete servicing, 
which includes lubrication, oil change, and wash job, 
minute tire inspection (and replacement where 
needed), a filter change, and (in cold weather) an 
anti-freeze checkup. 

At the same time, the truck is gone over from top 
to tread, with all the daily check points rechecked. 
Any weak points are immediately rectified to forestall 
breakdowns. : 

Incidentally, this policy of withholding a tractor 
for at least one shift increases the load on each of 
the other tractors proportionately, so the average 
cited earlier should be increased accordingly. 

The aim of the stock room is to have on hand suffi- 
cient supplies of every part that might be needed for 
any work that can be done in the company’s own shop. 
Among the items that are carried as standard spares 
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America’s Most 
Beautiful 


Gas Heaters! 


Warm Mornin 
GAS WEATERS 


Write for Full Color Catalog 


MANUFACTURER 


AND INCINE 
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Harry Staley makes a delivery to a Griffith customer's plant. This 
truck, together with the eight others in the fleet, deliver a total 


are filters, plugs, tires, clutches, exhaust manifolds, 
pipes, and fittings; complete propane carburetion re- 
pair parts; distributors, power steering hose and 
gaskets. 

Griffith considers an adequate stock of parts one 
of the most important elements in its preventive 
maintenance program. Lack of inventory, says Man- 
ager Cranston Stiff, is potentially one of the most 
expensive aspects of any preventive maintenance 
program. To assure themselves that they never run 
out of parts, the shop men use a “want-card” system. 
Whenever a part is removed from a vehicle, a tag is 
made out with a description of the part, and this is 
hung on a spindle. Periodic checking of the spindle 
gives all the control that is needed. 

The garage is equipped to do virtually everything 
but rebuild an engine. It has its own welding equip- 
ment. It rebuilds vaporizers for the propane carbu- 
retor system. It has its own body shop, wash rack, 
and paint department. 

Engines are rebuilt periodically by International 
Harvester. At 200,000 miles, the signal goes out to 
watch performance extra carefully with an eye to 
replacement. Presently, one tractor engine has nearly 
300,000 miles on it, but it will be removed momen- 
tarily. On hand at all times is at least one rebuilt 
spare engine. Full complement is two. 

All engine replacements are performed right in 
Griffith’s own shop. 

What does all this care cost? Stiff has not costed 
out the preventive maintenance and repair work sep- 
arately, but the total vehicle expenses average out at 
28.7 cents per mile. This includes fuel, license fees, 
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of almost 20 million gal. per year. In the heavy month, they 
travel as much as 280 miles per day. 


taxes, tires, oil, grease, parts, repainting, relettering 
(done once each year), labor costs for the driver, and 
proportionate labor costs for the shop crew. Not 
included are office overhead or other costs of doing 
business. 

Griffith is studying other means of cutting this 
figure even further. More frequent rotation than is 
now used would probably cut tire costs, Stiff thinks. 
Most trailer tires are now good for about 80,000 
miles. Recapping adds another 40,000 miles or so. 
And about 70 per cent of the tires can be capped a 
second time. 

Having a fleet that is fully propane-powered obvi- 
ously saves money both in fuel and maintenance costs. 
How much? Since Griffith has never used anything 
but LPG carburetion in his transports, he is not able 
to make any valid comparisons. 

The fifth and final factor in keeping breakdowns at 
a minimum and maintenance costs low is a steady 
crew of drivers, with each assigned to a single trac- 
tor. A lucky circumstance makes this possible. Grif- 
fith maintains only a summer-size crew of 7 men as 
a steady work force the year around. In the busy 
season, he adds extras as he needs them, up to a total 
of 16 drivers. But these men are not casual em- 
ployees; they return to work each year, with a mini- 
mum turnover; most of them own and operate their 
own farms. Their own work slackens off during the 
cold months, and they are happy to have a well-paying 
fill-in job they can depend upon. 

These part-time men are also available for substi- 
tute work, as well. Just before the harvest, the farm 
demands slacken again, so they are free for short 
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a bag full 
of 
SERVICE 





LPG Service for you... 


Our bag of LPG service tricks runs all the way from . 
the producing well to shirt-sleeve sessions with you and your 
problems. Anchor has built an organization of the finest facilities 
and the best LPG brains just in order to provide you with gas 

of the finest quality and kind when you need it. You can take full 
advantage with a year-round contract. Call us about it... 
Tulsa CHerry 2-7261. 


ANCHOR 


PETROLEUM COMPANY «¢ TULSA 
SALES OFFICES: Toledo, Shreveport, Hattiesburg, Houston, 
Midland, Long Beach, Calgary 
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DRIVER'S VEHICLE CONDITION REPORT DEFECTIVE 

















0 Fire Extinguisher Oo oo Soe af} 

CE eee ‘ow in 
NAME OF MOTOR CARRIER : Flags & Standards . .(1j jack & Tire Wrench 5 
: } RARE ting Mechanism...) 
F) Spare Bulbs OQ Tires “5 
VEHICLE CAR TRUCK TRACTOR | TRAILER 5B) Spare Electric Fuse . Windshield > aad o 
J} Engine .......... 0 Power Take-off a) 
MAKE [} Fuel Control Oo tk Control ..........0 
Gear Shift _.. 0 Se | 
NUMBER Generator a) -O 
Leaks (oil-fuel- -water Oo Transmiss a) 
TIME a) Oil Pressure... Other Defects (specify) 








ALL ABOVE ITEMS ARE IN SATISFACTORY CONDITION () 
REPAIRS NEEDED: 


REPORT AFTER TRIP 






Before starting engine: 
Oil, if added, insert ao. of quarte 
Water 
Gasol 
Brave lines to trailers 
Electric lines to 
Drive line 
Coupling 


Tires and wheels 






























Did You Have: A ROAD FAILURE? Yes] No(). AN ACCIDENT? Yes 2) No(J 

‘Was Any Cargo: LOST? Yes 1] No(). DAMAGED? Yes [1] No). STOLEN? Yes () No DD. 
Were You Delayed On This Trip? Yes] No (). If Yes, How Long? 
Reason For Delay: 








INSTRUCTIONS TO DRIVER 
(Read Carefully) 


All Ieems np aa for the A (identified on the reverse side) While Away 
From Any whet ST Be Accompanied by an Itemized Statement and 
Amathed * to one PRI "S TRIP REPORT, in Addition to Being Shown Below. 












toad) EXPENSE 








DESCRIPTION COST TAX TOTAL 















After starting 
Fuel aysten 
Cooling 


TOTAL MATERIAL ...... 
TOTAL LABOR 
TOTAL AMOUNT. ...% 





After starting 
O11 pressure 
ammeter 

Horn 
















Per Hour 












REMARKS 





Parking brakes 








on 
Rear vision 


















Service 
Speedometer 
Other items 











Drivers Name..ccccccsccccccccscscccesccsscccvcesscsesesessceee 





* Drivers should (A items which are satisfactory and (X) items which 
are not, and explain defects next to the X or if there is insufficient 
room, at bottom of the farm. Items which are marked (X) by the driver 
must show a ( with mechanic’s initials indicating correction before 
continuance of operation and a short explanation of the repairs completed 
either next to the “or if there is insufficient room, at bottom of form, 
















(See Reverse Side) 
‘TR-852 JACK-SILT, KANSAS CITY, MO, 


















Both the front (left) and back (right) of this Driver's Vehicle 
Condition Report" are filled out by each driver at the end of 


every day. On the front, he checks work to be done; on the 
back, he indicates any on-the-road expenses. 








periods to spell the regulars who are away on vaca- The whole Griffith theory of preventive maintenance 


tion. is a sound one. It’s widely accepted by top fleet own- 
| In effect, then, Griffith has a steady work crew the ers. How much it might save the company is difficult 
| year around. The same men drive the same vehicle to calculate. But the important thing is not the dollar- 
day after day and year after year, and they treat it and-cents costs. It’s the uninterrupted service that 
| as if they owned it. At the same time, the company preventive maintenance makes possible. After all, 
) has no peak-and-valley employee problems—no sum- its the gallonage hauled that counts. An idle truck is 
| mertime “make-work” programs are necessary to keep a liability. It’s only when it’s out there rolling that 
the work force busy. it’s an asset in the true sense of the word. * 
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TOUGH BUYERS 


DEMAND REZNOR STAINLESS STEEL DUCT FURNACES 


BECAUSE THE HEAT EXCHANGER AND BURNERS CANNOT CORRODE! 


The plumbing, heating or air condi- 
tioning contractor has to be a tough 
buyer. He has to look ahead and con- 
sider possible trouble makers like cor- 
rosion in air conditioning, make-up 
or ventilation air systems. That’s why 
so many contractors demand Reznor 
stainless steel duct furnaces: they can’t 
corrode! 


LOWER FUEL COSTS, TOO —The 
tough buyer wants to make sure his 
customers get even heat and lower fuel 
costs. That’s why he appreciates Rez- 
nor “extras,” like the gas modulating 
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valve. As discharge temperatures rise, 
the valve cuts gas input to 20% of 
rated capacity, then shuts off the sup- 
ply completely. 


CHECK THE “TOUGH BUYERS’ LINE” 
You can order and install Reznor duct 
furnaces in capacities up to 300,000 
Btu. Use them in multiples for greater 
heat requirements. Buy matching 
Reznor blowers. 


For the full story, phone your local 
Reznor distributor, or write to Reznor 
Manufacturing Company, Dept. 4 B, 
Mercer, Pennsylvania. 


THE HEATING WORLD IS FULL OF 
TOUGH BUYERS; THAT'S WHY 
REZNOR IS THE WORLD’S LARGEST 
SELLING DIRECT-FIRED HEATER! 


REZNOR 
HEATERS 


“THE TOUGH BUYERS’ LINE” 
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Thirteen outside vents from 13 different wall heaters are shown in 
this view of the Christian Education Building in Placerville, Calif. 
























Unique installation uses 34 wall heaters 


as most economical and desirable solution 





66 ESIGN a heating system 
that will give comfortable 


The old axiom that what is best in one situation is not warmth, will be completely safe 
: and will stay well within our lim- 

necessarily best in another is dramatically proven by this ited construction and maintenance : 

budgets.” 

LPG heating installation story. One would normally think These were the specifications 
that one large central heating unit would be much more given designer-builder Fred S. 
Hannaford of Placerville, Calif., 
economical and desirable to install and use than a large by the El Dorado County Fed- 
s erated Church, also of Placerville. 
number of small wall units. Yet, just the opposite was the The structure to be heated was 


the Christian Education Building. 
Its 13,350 sq ft house social hall, 
lounge, meeting rooms, and 
kitchen. Construction is concrete 


case here. 
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Trinity Steel is first with New Code Transports . . 

at the same low WG Capacity Cost! For example, 
a Trinity T-I Transport with a capacity of 8,920 
net gallons under the old code now can be 


increased to 9,220 net gallons. . 
WG Capacity Cost! 


. at the same low 







a Lucid Speen Division: Tanques de / 
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TRINITY STEEL Co., 


os 'Poniente 150 No. 734, Mexico, 16, D. F., Plant and Sales ‘Onin. * 


You get 300 net gallons more payload. Today... 
write, wire or call collect about your New Code 
Trinity T-I Transport. Join the happy list of cus- 
tomers who have made Trinity Steel Co. the world’s 
largest fabricator of T-I Transports. 
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Two of the Safti-Vent heaters flank a fireplace in this close-up. Bricks in the fireplace 
date back over one century to the gold rush days when Placerville was known as Hangtown. 


block with roof and floors of pre- 
stressed concrete “T” slabs. 

Occupancy of the building was 
to be intermittent, most areas to 
be used only for a few hours, 2 or 
3 times a week. 

The temperature in Placerville 
drops to a low of approximately 
20 deg. and the heating system 
would have to raise temperatures 
from a cold start to a comfortable 
70 deg. quickly and economically. 

In studying the various types of 
heating equipment for this struc- 
ture, Hannaford started with 





Electrical contractor William Lewis adjusts the time switch on the central control panel 
he designed for the |6-zone, 34-heater installation. 


safety as the prime consideration. 
Room air could not be used for 
combustion, so the field was nar- 
rowed to central heating and zone 
heating employing wall heaters 
with sealed combustion chambers. 

When the bids were received, 
the zone heating installation (us- 
ing Safti-Vent wall units manu- 
factured by H. C. Little Co.) was 
only 40 per cent of the figure for 
a central heating plant. This 
amazing and surprising difference 
in cost, the contractor explains, 
was due to the complicated nature 


of the central heating installation, 
as compared to the Safti-Vent 
set-up. Central heating would 
have required a large amount of 
duct work and venting, cold air 
returns, flues, etc. 

All this was eliminated with 
Safti-Vent. A 714 in. diameter 
hole is cut in the outer wall and 
a prefabricated double channel 
vent is inserted to provide intake 
and outlet passages to the heater’s 
sealed combustion chamber. Thus 
materials and installation time are 
greatly reduced. 

Further study indicated that 
the flexibility of zone heating fore- 
cast an additional major economy 
in operating costs for this struc- 
ture. Heat could be confined to 
occupied areas as needed, elim- 
inating the cost of heating the en- 
tire structure. 

A total of 34 Safti-Vent sealed 
gas wall heaters was specified. 
Seventeen were of 30,000 Btu ca- 
pacity, 16 of 22,000 Btu capacity, 
and one of 16,000 Btu capacity, all 
equipped with thermostatic con- 
trol. The installation permitted 
bringing up temperatures in any 
room—or in the entire building— 
to 70 deg. within 90 minutes. 

A unique feature of this heat- 
ing system is the central control 
board, designed and installed by 
William Lewis, the electrical con- 
tractor on the job. From this one 
panel, it is possible to control the 
heat in any of the many rooms in 
the building. In many instances, 
small groups will be conducting 
meetings in the social hall or the 
lounge, so heat is required for only 
these rooms. By merely flicking a 
switch on the control board, heat 
may be provided for a particular 
room, independent of the rest of 
the building. 

An on-off time control mechan- 
ism can be controlled manually or 
by a time clock. In automatic op- 
eration, this clock may be set to 
go on and off at any desired time 
and can control each of the 16 
zones individually. 

LPG is supplied from a 1000- 
gal. bulk tank. Pressure is re- 
duced to 15 lb at the tank and to 
working pressure at the building. 
The Placer Gas Co. of Placerville 
acted as consultant on the design 
of the fuel lines, now keeps the 
bulk tank full. & 
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“With the help of LinpE’s financing plan, we were 
able to multiply our business several times in three 
years and we don’t see a limit yet. Financing cylinder 
purchases with LINDE saved us more money than any 
other lease or purchase plan we ever heard of. It 
means we get the best cylinders at the lowest possible 
cost.” 

Mr. Rose has his largest investment in LINDE’s 
Prest-O-LirTeE lift truck cylinders. Like all LINDE 
cylinders, they’re built to last. One seam, not three, 
for light weight and high strength. Footring designed, 
constructed, and coated to prevent rust, and curled 
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“Financing cylinder purchases with 
LINDE saved us money” 


says John Rose, President, Propane Industrial Service, Willoughby, Ohio 


for strength and protection. The handhole is curled, 
too, for a comfortable grip. 

Be sure to get the facts on how LINDE’s Credit Plan 
can help you expand your business. Write Dept. 
BU-08, Linde Company, Division of Union Carbide 
Corporation, 30 East 42nd Street, New York i7, N. Y. 
In Canada: Linde Company, Division of Union Car- 
bide Canada Limited. 


Se) ite). 


“nile CARBIDE 
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“Linde’”’, “‘Prest-O-Lite” 

and “Union Carbide”’ 

are registered trade marks 

of Union Carbide Corporation, 








Merchandising Idea 





Firm marks 20th year with 


successful range promotion 


ALTER A. SCHUETTE, 
a cases of Hausgas Inc., 
Washington, Mo., confidently ex- 
pects to sell more gas ranges in 
1959 than in any of the 20 years 
Hausgas has been in business. And 
all because of the success he has 
had in stirring up a controversy 
over whether a man can cook bet- 
ter than a woman. 

It began when Schuette began 
casting around for an appropriate 
promotion to celebrate the com- 
pany’s 20th anniversary. He re- 
garded a 20th anniversary as both 
a time for celebration and a time 
to heed a warning. Would Hausgas 
fall into the comfortable compla- 
cency that becomes the niche for 
sO many companies who have suc- 
cessfully weathered the early, for- 
mative years? 

The fear of complacency is al- 
most a phobia with Schuette—but 
it’s a healthy phobia because it 
constantly spurs him into action. 
In this instance, it prompted him 
to see if he couldn’t stir up a new 
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type of skirmish in the perennial 
battle of the sexes. 

“Can a man cook better than a 
woman?” This challenging ques- 
tion, which began appearing in 
teaser ads in the weekly news- 
papers in the four principal Mis- 
souri towns served by Hausgas, 
was the opening volley. Elsewhere, 
in each issue, a similar teaser ap- 
peared, but this one twisted the 
question around to read, “Can a 


a 


Only a portion of one of the five 
cooking school crowds is shown 
here. Held in four cities with a 
population total of 15,000, the 
schools attracted 2200 people! 


woman cook better than a man?” 

These little square boxes, bor- 
dered with question marks, ran for 
four weeks in the principal news- 
papers. Toward the end of that 
time, Hausgas had _ business-size 
cards printed up with the same 
legend and distributed them around 
the towns. One was placed under 
the windshield wiper of every car 
found on the downtown streets. 
Under the legend was printed 
“(over)” and on the reverse side 
was the advice, “See (name of lo- 
cal newspaper and date).” 

This reference was to the final 
ad in the series, which read “Can 
a man cook better than a woman? 
Get the answer at the Hausgas 
Cooking School. E. Carl Sorby, chef 
extraordinary, will show you how 
to have a ‘picnic in your kitchen.’ ” 

The tease worked. Five schools 


% 


What better argument for gas cooking than the mouthwatering appeal of freshly prepared 
food? All dishes were slightly undercooked, so they could be taken home (as doorprizes) 


and warmed. 
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were held, two in Washington, and 
one each in Sullivan, Hermann, and 
St Clair. A total of 2200 people 
turned out to see Sorby’s master- 
ful, amusing cooking demonstra- 
tion and there are only 15,000 in 
the five towns! 

The newspaper campaign was 
well supported by other promotion 
and advertising. As the buildup 
was nearing its close, radio spots 
on two stations were used. At this 
point, there was no “tease.” Each 
1-minute announcement told all 
about the schools, as well as all the 
prizes that were being offered to 
“students.” 

To customers, Hausgas sent a 
special invitation in a plain en- 
velope, personally addressed. The 
feeling of special attention was 
conveyed by the request that the 
recipient be Hausgas’ “guest” at 
the demonstration. 

Hausgas also brought local stores 
into the act. Food used in the 
demonstration was supplied free 
by one or more markets. In addi- 
tion, a variety of door prizes, in- 
cluding everything from potted 
plants to a $15 savings account, 
was offered. A “super” grand prize 
was an all-expense-paid three-day 
vacation trip by air to New Or- 
leans. Other grand prizes included 
a Gold Star range and a 30-gal. 
glass-lined water heater. 

Hausgas assured itself of sup- 
port from home economics teachers 
by issuing special invitations which 
requested their presence to receive 
a corsage. It worked. Not only did 
they appear, but the Washington 
teacher also brought her class 
along to see the afternoon show. 

Corsages were also given to the 
oldest woman in attendance, the 
newest bride, and the mother of 
the largest family. 

Dave Mathews, wholesale man- 


The Hausgas cooking schools successfully 
employed the standard elements of a good 
promotion. Newspaper teaser ads (top left) 
and teaser cards for windshield distribu- 
tion (top center )aroused public interest 
toward the large newspaper ad 

ing the promotion (bottom left). Free news- 
paper publicity in the form of a front page 
story (top right) added to the snowballing 
effect, as did personal invitations (center 
right). Guests became prospects when they 
filled out a registration-for-doorprizes form 
(bottom right). 





ager, who had charge of the shows 
and also acted as master of cere- 
monies, got them off to a relaxed 
start by inviting five or ten men to 
come up on the stage. An applause 
vote selected the “best lover,’’ who 
was given a sport shirt for his pop- 
ularity. 

From then on, the show was all 
Sorby’s and with his deft sense 
of drama he proceeded to prepare 
a groaning tableful of gourmets’ 
delights, using a motley assortment 
of pots and pans to prove that the 
range (a Gold Star model) is the 
thing. Each dish was slightly un- 
dercooked so it could be given away 
as a prize and finished on the win- 
ner’s own range at home. 

Not only did the event stir up 
tremendous interest in gas cookery 
in the Hausgas area, but it also 
provided the company with a cen- 
sus of household equipment and a 
gold-plated prospect list. Registra- 


tion blanks for the drawings re- 
quired that each person list name, 
address, phone number, and pres- 
ent fuel used for cooking, water 
heating, and househeating. This 
automatically gave Hausgas infor- 
mation on 2200 “suspects.” 

The final question was designed 
to make work for Hausgas’ sales- 
men. “Would you be interested in 
any new gas appliances (and if so 
which) ?” Four-hundred-forty an- 
swered in the affirmative, giving 
the salesmen 440 doorbells to ring. 

Was the promotion costly? You 
bet. But if it turns even a small 
percentage of the 440 prospects 
into buyers, it will have paid for 
itself. It will be difficult to ap- 
praise the results directly, but if 
1959 turns out to be—as Schuette 
predicts—his greatest year in gas 
range sales, it’s safe to say that 
this one promotion will have had a 
lot to do with it. w 

















an invitation 


. for you 








Requirements for mobile homes, ok'd by 
utilities, LPG groups, are back to AGA 


A PROPOSED set of approval re- 
quirements have been approved by 
gas utilities and LPG groups and 
are now undergoing final revisions 
by AGA’s requirements subcom- 
mittees. The codes cover installa- 
tion of gas appliances in trailer 
coaches and mobile homes. 

These proposed additions to the 
current American standards were 
sent out last March by the Ameri- 
can Gas Association Laboratories. 
They cover installation of gas 
water heaters and gas central fur- 
naces for trailer coaches and mo- 
bile homes. After being studied, 
they were returned with criticisms 
and comments. 

Final approval is not expected 
until sometime in early 1960. 

At the time of writing, a pro- 
posed standard for gas ranges had 
not as yet been circulated. 

This is the first attempt on a 
nation-wide basis to set up a sepa- 
rate set of standards for trailer 
coaches and mobile homes as dis- 
tinguished from conventional 
homes. It recognizes rapid growth 
of this type of housing. Today, 
approximately 150,000 house trail- 
ers are being produced annually in 
the United States with a total gross 
valuation of $650 million. Ten years 
ago, only 46,000 were built each 
year. Today, 3.5 million people live 
in trailers. It has been estimated 
that 10 million could be living in 
trailer parks by 1970. 

At present, the number of trailer 
coaches in use is estimated to ex- 
ceed 1.1 million. 

The new proposed requirements 
recognize for the first time the 
distinction that exists between mo- 
bile homes or trailers. The former, 
due to their size and type, should 
be considered as permanently or 
relatively permanently located in 
the trailer park, as opposed to 
trailers which, due to their size 
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and type, could be subject to rela- 
tively frequent movement from one 
location to another. The proposal 
sets up separate parts for the two 
classifications. The one covering the 
first of these classifications pro- 
vides for units which can be used 
interchangeably with natural gas 
and L. P. gases. 

Several features have been added 
which are applicable only to appli- 
ances intended for trailer coach in- 
stallation. Among other things, 
these: 

¢ Provide for altitude flexibility 
since a trailer may be moved from 
sea level to high altitude fairly 
frequently. 

e Give assurance that the appli- 
ance will not be damaged by road 
movement or vibrations. 

¢ Permit a lesser venting height 
in a trailer than is specified in 
current requirements. 

e Assure an adequate supply of 
outside air for combustion and 
specify a draft hood in the same 
pressure zone without having a 
flue projecting an objectionable 
distance above the roof of the 
trailer. 

In general, the requirements for 
interchangeable situations call for 
means for making a simple con- 
version from one gas to another 
by the customer, such as by the 
turning of a tool operated selector 
valve and change of orifices. Only 
automatically operated furnaces 
which incorporate a means for the 
ready conversion from one gas to 
another without the use of special 
tools will be accepted for approval. 
Additionally, clearly defined, legi- 
ble, and complete instructions for 
converting the furnace from the 
use of one gas to another are 
called for. Provision is also made 
for the use of a gas pressure reg- 
ulator with natural gas, but it is 
eliminated when LPG is being 
used. 


Income tax rules covering 
auto or truck leasing 


Internal Revenue Service recent- 
ly outlined Federal income tax 
rules covering deduction of 
amounts paid for leasing of auto- 
mobiles or trucks. 

“Auto or truck lease payments 
are deductible only if they repre- 
sent ordinary and necessary ex- 
penses of—and are directly at- 
tributable to—the operation of a 
trade or business,” the agency ex- 
plained. 

“Under no circumstances are 
such lease payments deductible to 
the extent they represent personal 
use by a taxpayer, such as vaca- 
tion trips or driving to and from 
his place of business ,or employ- 
ment. 

“No deduction will be allowed 
for so-called lease expenses which, 
in fact, constitute payments to- 
ward the purchase price of autos 
or trucks. If the lease payments 
are so arranged as to constitute 
advance rental, such payments 
must be duly apportioned over the 
entire rental period.” 


AHLMA establishes 
vocational education plan 


Formulation of a plan to estab- 
lish vocational education for home 
laundry appliance servicing has 
been announced by the Parts and 
Service committee of the Ameri- 
can Home Laundry Manufacturers’ 
Association. 

The plan is designed for use by 
state directors of vocational educa- 
tion, local representatives of edu- 
cation and industry, public or trade 
schoo] officials, and other business 
representatives interested in es- 
tablishing an appliance service 
training school or course. 

In addition to the general 
courses offered by the schools un- 
der the plan, supplementary train- 
ing may be offered on individual 
brand characteristics by each man- 
ufacturer. 

Offered in the preliminary plan 
book is an outline of how to go 
about setting up such a course, a 
review of a highly successful pro- 
gram, a list of instruction units 
available for use in conducting the 
course, publications available from 
AHLMA, and a directory of parts 
and service executives of home 
laundry appliance manufacturing 
concerns. 

Copies of the plan book are avail- 
able from AHLMA, 20 N. Wacker 
Dr., Chicago 6. 
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conventent, safe, liquid withdrawal with 


) CHEK-LOK 


Economical RegO Chek-Loks are specially designed excess- 
flow valves with the check in a closed position and the outlet 
plugged. They may be top, bottom or end mounted, and pro- 
vide the quickest and most convenient low-cost method of 
connecting to the tank for liquid transfer and evacuation with 
complete protection against liquid or vapor losses in the event 
of line breakage. 

A new high capacity RegO 7550 liquid transfer valve has 
been developed especially for use with RegO Chek-Loks. 


here’s how CHEK-LOK works: 


withdraw | 
Olt) elmo) ame laln 


write for complete information 


excess flow valves 


Fitting the transfer valve with a RegO 7572C-14 adapter per- 
mits quick, positive connection to the Chek-Lok against a gas- 
ket, and automatically provides full opening of the check for 
adequate flow capacity. 

By installing RegO Chek-Loks on all your tanks, and mak- 
ing the high-capacity 7550 valve and adapter standard equip- 
ment on every service and delivery truck, you eliminate the 
need for separate transfer valves at each tank . . . a substantial 
saving without sacrificing safety! 


BASTIAN- BLESSING" 


DO YOU KNOW 
it will pay you 
dividends to join! 
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4208 West Peterson Avenue, Chicago 46, Illinois 
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Shell Oil's Wood River butane storage cavern as it will look upon completion is shown 
here in vertical (left) and horizontal (right) cross sections. The vertical cross section 
shows one of the two shafts and the various layers of the earth's strata through which it 
must be drilled. The horizontal cross section is the floor plan of the cavern itself, the 
black squares being pillars that hold up the cavern "roof." 


Details of Nation's 
“largest” LPG cavern 


The nation’s largest single, 
mined LPG storage cavern will be 
carved 450 ft below Shell Oil Co.’s 
Wood River, Ill., refinery, approxi- 
mately 15 miles northeast of St. 
Louis. Briefly reported as late 
news in last month’s BPN, this 
huge project has many interesting 
details. 

The cavern, which occupies three 
acres, will hold 425,000 bbl of bu- 
tane. It will accommodate the re- 
finery’s over-supply in summer, 
holding it for winter use when 
large quantities are needed for 
consumer usage and for company 
use as an additive in manufactur- 
ing winter grade gasoline. 

Shell’s first subterreanean mined 
storage cavern, the project was un- 
der study for five years. Plans call 
for it to be completed in less time 
than any comparable project. 

As shown in the accompanying 
diagrams, two 42-in.-wide, 450-ft- 
long shafts are being sunk into 
limestone. One man is sent down 
to the bottom of each shaft to dig 
until he has made enough room for 
more workers. When the hollowed 
area reaches a capacity of 20,000 
to 25,000 bbl, heavy equipment 
(dismantled bulldozers, automatic 
loaders, narrow gauge railroad 
bucket cars, etc.) goes down. 
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The digging proceeds in all di- 
rections, following a grid pattern 
with 25-ft-wide, 35-ft-high tunnels 
separated by 40-ft-square pillars. 

The mined rock will be hoisted 
out by 144 cu yd buckets that travel 
at 2200 fpm. With buckets oper- 
ating in both shafts about 20,000 
tons of rock can be hauled up each 
month. 

Drilling and mining is on a 
three-shift, 24-hour-per-day basis. 
Blasting will be during shift lunch 
periods when all personnel are 
above ground. 

When the project is completed, 
the shafts will be capped. Then the 
cavern will be pressure tested and 
purged with an inert gas. Butane 
stored in the cavern will always 
remain at a temperature of 60 
deg. F. 


Suburban Propane names 
three men to new posts 


Carl M. Schroeder, formerly 
manager of the Suburban Propane 
Gas Corp. district at Montgomery- 
ville, Pa., has been named assis- 
tant to the general sales manager 
at the firm’s general offices on 
Route 10, Whippany, N. J. 

Schroeder has a record of more 
than 28 years of service in the pro- 
pane business. 

Charles M. Humphries will take 
over Schroeder’s duties at Mont- 


gomeryville, Pa. He has been with 
the company since 1940. 

William L. Chapman will repre- 
sent the company in the state of 
Florida. Prior to his appointment, 
he was assistant to the district 
manager at the company’s bulk 
plant in Rockville, Md. He will 
service the firm’s industrial ac- 
counts in northern Florida, having 
been with Suburban since 1947. 


Bryant air conditioner 
is now in production 


The first 3-ton residential gas 
air conditioner manufactured by 
Bryant Manufacturing Co., Indian- 
apolis, Ind. came off the produc- 
tion line May 13 in a ceremony at- 
tended by many of the company’s 
top executives and engineers. 

An air-cooled absorption refrig- 
eration machine designed for out- 
side installation, the unit uses am- 
monia and water as the refrig- 
erant and absorbent. 

Distribution west of the Rocky 
Mountains will be handled by the 
Day & Night Manufacturing Co. 
and the Payne Co., also operating 
divisions of Carrier Corp. 


City Gas names Self 
assistant general manager 


J. T. Self was recently appointed 
assistant general manager of City 
Gas Co., Miami, Fla. For nearly 20 
years he was an official with the 
South East Public Service Co. 


J. T. Self 


(Natural Gas division) of Charles- 
ton, W. Va., and assistant general 
manager in charge of all its pro- 
duction, distribution and transmis- 
sion of gas in three states. 

Also announced is the appoint- 
ment of Charles E. Thomas as 
comptroller for City Gas Co. and 
internal auditor for both Dade Gas 
Co. and South Dade Gas Corp. 

Thomas comes to City Gas and 
its affiliated companies from the 
national accounting firm of Ernst 
& Ernst. 
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Helps my reputation for quality heating work 








suilduirloain COUNTER-FLO WALL HEATERS 


It heats better —Is more compact and better looking 


When a heating job is complete the best advertising I can get For a Low Cost Gravity Wall Heater 

is the complete satisfaction of the owners. This Suburban You Can’t Beat Suburban Either! 
Counter-Flo has a fan that forces air downward and heats Suburban’s Gae-Fired Gravity Well 
floors first . . . continuous air circulation heats all corners of a Heater has more value at a lower price 
room. In addition, this is the most compact, best looking wall than any other wall heater. Just check 
heater I’ve seen. It’s available in either single or dual-wall the coupon for all the low-price details. 
models up to 50,000 BTU. As a clincher, the heat-exchanger is 

guaranteed for 20 years, and Suburban is approved by the Floor Furnaces. The same high quality 
American Gas Association! Mighty attractive price, too. It and low price ts aveiehen 25 Satay She 


y . Furnaces. If you ever use a floor furnace, 
will pay you to get the details. It did me. get the information on Samco. 


Samuel Stamping & Enameling Co., Dept. BPN-89, Chattanooga, Tenn. 4g 
Rush complete details on: Counter-Flo Forced Air Wall Heaters (1 


Sul IS Uj if bain Gravity Wall Heaters 2) Floor Furnaces [) 
Name 


Counter-Flo Wall Heaters Company 


Address 
i by the makers of famous Suburban Built-in Ranges City State 
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Merchandising 





Roper "Round-Up" sale 
features special ranges 


The Geo. D. Roper Sales Corp. 
has scheduled the “Roper Round- 
Up Days” sale for its dealers this 
summer and early fall. 

The campaign is built around 
the 36 in. and 30 in. special gas 
ranges which meet Gold Star re- 
quirements. 

Round-Up Days dealer aids in- 
clude: floor display, newspaper 


ads, direct mail folder, full-color 
newsprint broadside, window 
streamer, radio scripts and price 
tag; all with a Western “Round- 
up” motif. Three premiums are 
also offered. 


Dealer premium helps sell 
high-quality furnaces 


A heating products dealer op- 
erating in the Chicago area has 
found a solution to the problem 
of assuring high quality in home 
heating installations and_ still 
meeting price-cutting competition. 





























Home Gas Industries Inc. is 
giving large-scale home builders 
a bonus of Honeywell automatic 
control equipment when they pur- 
chase furnaces at list prices. 

The builders like the deal be- 
cause they realize the indoor- 
outdoor controls will upgrade the 
heating installation and serve as 
a premium in selling homes. 

“We like the deal because it en- 
ables us to maintain our price 
structure on furnaces and helps 
us combat the growing tendency 
of some builders to install equip- 
ment that meets only minimum 
requirements,” said Don Dorge, 
Home Gas general sales manager. 

“And it costs only one-half as 
much per unit as it would to cut 
furnace prices to meet competi- 
tion!” 


Merchandising Notes 





The first professional chair to 
be endowed at the School of 
Business Administration of the 
American University, Washing- 
ton, D. C., has been established as 
the Whirlpool Chair of Market- 
ing. Created through a grant 
from the Whirlpool Corp., the new 
chair will conduct research into 
problems and trends in marketing 
and will make special studies of 
the home appliance industry for 
the purpose of helping appliance 
retailers improve their marketing 
and management skills. 


Fuelane Corp. broke advertis- 
ing and publicity in June for its 
Happy Cooking Holidays Sweep- 
stakes which features free vaca- 
tions for three couples to Ber- 
muda, Jamaica and Nassau. Dates 
for the promotion are August 15 
to October 31. A contest for re- 
tail employees will send the win- 
ner and his spouse to Bermuda, 
while dealer contests will send 
winners and their spouses to Ber- 
muda, Jamaica, and Nassau. 
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NEWS NOTES 





A new propane gas distributing 
firm has moved into Saint John, 
N. B., Canada. Atlantic Speedy 
Propane Ltd. is building a plant 
on Bayside Dr. E. C. Mackie will 
head up the new operation. 


A $3 million gas products plant 
will be built in Eddy County, 
N. M., by Skelly Oil and Sinclair 
Oil & Gas companies. Skelly will 
serve as plant operator. Initial 
operation of the plant is planned 
for April 1960. It is to have com- 
pressor capacity designed to gath- 
er and compress 12 million cu ft 
of gas daily and processing equip- 
ment to process 20 million cu ft 
per day. Initially, the plant is ex- 
pected to recover 48,000 gal. of 
natural gasoline, butane and pro- 
pane daily. 


Consolidated Vaporizers Inc., 
2103 First National Bank Bldg., 
Denver, Colo., has been incorpo- 
rated to manufacture, sell and 
distribute vaporizers, fixed and 
otherwise, on tanks for use with 
L. P. gas. 


Ray Doman, 58, retired pro- 
pane-butane service operator, died 
June 7 at Memorial hospital, Cas- 
per, Wyo. He launched a pro- 
pane-butane gas service in Lusk, 
Wyo., in 1940, which he moved to 
Casper in 1947. 


An improved method of palle- 
tized packing of water heater con- 
trols, is being used by Grayson 
Controls division, Robertshaw- 
Fulton Controls Co. The controls 
are packed in large cartons which 
are easily opened and removed, 
exposing stacked trays of controls 
on a pallet skid at a work station. 


Kirk Industries Inc. has ap- 
pointed the Glenwood Range Co. 
as distributor for “Kirk” gas re- 
frigerators in the six New En- 
gland states. 


Frank Chapman, publisher of 
BUTANE-PROPANE News and GAS 
magazines, has been named a 
judge in the third annual public 
relations Achievement Awards 
contest of the American Gas As- 
sociation. Two other men, H. Wal- 
ton Cloke, president of the Public 
Relations Association, and Carroll 
R. West, president of the Public 
Relations Society of America, 
have also been named judges. 
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PASLEY-DESIGNED Truck 
Tanks (see above and right) 
were first to feature all 
controls from one location. 
All operation is from one 
point—rear compartment. [eas 
& 





BULK PLANTS Pasley LPG and 
Ammonia type installations — a 
turnkey job or engineering for 
your own installation. Write, wire 
or call. 














Also a complete line of accessory 
equipment. 











COLD i ahi, eal 
i ment up 
data, “Available in the 
colors . . . (write for 


Smoky Grey 
Seafoam Blue 
Wedgewood Green 
Rose Beige 
Desert Rose 














The Pasley Mfg. & Dist. Co. 
[BOT East Vith stroor - Kansas city, Moye Tol Victor 2-236 





Propane-fired burners at this end of the air heater designed and built by Hirt 
Combustion Engineers, Montebello, Calif., supply 20 million Btu of 1500 deg. F 
air per hour for converting liquid oxygen or nitrogen to gaseous form at Wyle 
Laboratories’ missile testing facilities. John Hirt (center), head of Hirt Com- 
bustion, points to the combustion chamber as Richard Crobin (left), and Robert 
B. Grant, of Minneapolis-Honeywell, inspect the unit prior to installation. 


Pennsylvania Range starts 
its expansion program 


Pennsylvania Range Boiler Co., 
Inc., Philadelphia, has embarked 
on its announced expansion pro- 
gram with the purchase of the two- 
story, 53,000-sq-ft American Ice 
Co. plant. 

The new property is on Ells- 
worth Ave. directly across from 
the firm’s main site. 

In announcing the purchase, 
William K. Goldstein, president of 
Pennsylvania Range, said the firm 
has already begun extensive reno- 
vation and will spend over $100,000 
in modernizing and improving the 
building. Production and ware- 
housing facilities now located out- 
side the main plant will be moved 
to the new facility when it is com- 
pleted. 

“A second phase in our expan- 
sion program,” continued Gold- 
stein, “is diversification of our 
manufacturing interests. We are 
currently looking into the acquisi- 
tion of other companies in fields 
allied, but not directly related, to 
our present operation.” 


Cribben & Sexton sells 
its space heater business 


Cribben & Sexton Co., Chicago, 
has sold its “Constant Comfort’ 
gas space heater business to Sub- 
urban Appliance Co., Whippany, 
N. J., the firms announced jointly. 

The sale includes Cribben & Sex- 
ton’s present inventory of heaters 
and parts; work in progress; tools, 
dies, and jigs; the “Constant Com- 
fort” trade name; and patents, 
Wendell C. Davis, president of 
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Cribben, and Albert H. Cote, pres- 
ident of Suburban, said. 

Cribben & Sexton, a subsidiary 
of Waste King Corp., Los Angeles, 
sold the space heater business be- 
cause it is inconsistent with the 
firm’s distribution pattern for 
other products, Davis said. 

Production equipment and in- 
ventory will be shipped from the 
Cribben & Sexton plant in Michi- 
gan City, Ind., to Suburban’s 
plant in Dayton, Tenn. 


A newly-designed highway sign for 
the L. P. gas and natural gas indus- 
try is now available through Beals 
Advertising Co., 1503 N. E. 23rd St., 
Oklahoma City, Okla. Created and 
produced in conjunction with the 
Unified Highway Advertising pro- 
gram it is available in two sizes to 
accommodate all segments of the in- 
dustry. The copy panel on the right 
of the flame can be changed to fit 
the needs of the individual company. 
Easily readable by day or night, it 
is finished in four fluorescent colors, 
with “Scotchlite” flame and lettering. 


Honolulu Gas makes 
changes in sales group 


The Honolulu (Hawaii) Gas Co. 
announces changes in its sales or- 
ganization and its subsidiary or- 
ganizations. 

William Haxton has been trans- 
ferred from managership of the 
Maui Island branch to manager of 
merchandise sales in Honolulu. 

Wallace Oi was appointed man- 
ager of the Maui branch. 

Dale Teel has been appointed as- 
sistant to the general sales man- 
ager in Honolulu. In addition, he 
will assist in the overall operation 
of the sales department. Rowland 
Kieburtz will continue to assist 
him. 

James Putnam became manager 
of gas sales in Honolulu. Miss An- 
geline Gomes has been appointed 
office manager and prospect coordi- 
nator of the distribution plant of 
the company. 


Schutte & Koerting gets 
interest in Whitlock 


Schutte & Koerting Co., Corn- 
wells Heights, Bucks County, Pa., 
has acquired a majority of the out- 
standing shares of the Whitlock 
Manufacturing Co., West Hart- 
ford, Conn. 

The Whitlock line of heat ex- 
changers, heaters, coolers, etc., will 
be allied with Schutte & Koerting’s 
product line, which includes jet 
apparatus, rotameters and flow in- 
dicators, valves, pumps, and heat 
transfer apparatus. 

According to Udo W. Fischer, 
president of Schutte & Koerting 
Co., operations of Whitlock will 
continue at West Hartford, and no 
change in name, products, location 
or personnel is anticipated. 


Pond-Johnston buys 
Sel-Pac of Texas 
Selwyn-Pacific of Texas Inc., 


2024 Farrington, Dallas, Texas, 
has been purchased by Pond-John- 
ston Inc. 

Effective June 23, the name was 
changed to Pond-Johnston of Texas 
Inc. and the operation was moved 
to new and larger warehouse and 
office facilities at 6108 Wyche 
Blvd., Dallas. 

The company has appointed L. 
D. Downing as its western division 
manager. He was formerly gen- 
eral manager of Teeco Products, 
Los Angeles, distributors of LPG 
equipment. 
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CASH IN ON COLOR 


BACKGUARDS!! 











CHANGES for Every 
Enterp/ue. Styleline Range 


Off-n-On in Minutes 


Only ENTERPRISE offers this quick-changing backguord insert! In just a 
few moments, you can show customers one range with 6 different back- 
guords—in their choice of Decorama colors. Every Enterprise Styleline Gas 
Range you stock means 6 choices for your customers! 





In just minutes, you can change backguard inserts in smart colors designed 
to match kitchens and electric appliances. 


Coral Pink Canary Yellow Chinese Red 
Turquoise Green Midnite Block Cocoa Brown 





d inserts are interch ble on all 36” and 30” Enterprise Style- 
og Gas Ranges. This isa great, sure-to-sell feature to appeal to every 
housewife! Order now and start pulling in profits! 


Let Our Enterpris-ing Salesman Show You 


PHILLIPS & BUTTORFF Bee UeAtiON 


LLE, TENNESSEE 
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NEW 


AMERICAN 
WC-45-LPG 


Designed to Provide Ideal Metered 


Service for Average LP-Gas Loads 
The modern design and attractive appearance of 
the WC-45-LPG pleases customers instantly — 
and keeps them satisfied throughout years of 
dependable service. Its sturdy, light weight, welded 
steelcase construction includes these quality fea- 
tures to assure accurate measurement from pilot 
load to rated capacity, at lowest possible main- 
tenance cost: 

® Internal, counter-type, tamperproof index for 
easy meter reading. 

®@ Removable soldered top for easy meter accessi- 
bility. 


© Bellows-type, molded Duramic diaphragms for 
LP-Gas service. 


®@ Long-lasting, one-piece Nylon vaive guides. 

© Lifetime corrosion protective finish. 

®@ One-piece, corrosion and impact resistant plastic 
index box glass ends breakage problems. 

@ Wall mounting lugs for quick installation. 

© Tangent adjustable through meter iniet without 
removing top. 

®@ Synthetic grommet-type fiag rod seais for mini- 
mum friction. 

® Oil impregnated, porous bronze bushings. 

Rated capacity 45 cfh propane and 40 cfh butane at 
\Y%-inch w.c. differential — 5 psi working pressure —~ 
%-inch F.P.T. connections — shipping weight 8 Ib, 
F.O.B. Philadelphia. 


Ask your American representative for full details. 


AMERICAN 


METER COMPANY 


(RCO O ATED (Heeb emee teter 
General Offices: Philadelphia 16, Pa. 
Sales Offices in Principal Cities 





NEWS NOTES 





Siemon Manufacturing Co., 
manufacturers of a complete line 
of power heating equipment for 
industry, commercial buildings, 
schools, churches and homes, is 
making its third move for expan- 
sion purposes since the business 
was founded in 1949, according to 
company president, Charles D. 
Jones. Located in Grandview, 
Mo., the new plant houses the 
complete factory and laboratory 


facilities, as well as greatly in- 
creased office space, within an 
area of 20,000 sq ft. 


Bowers Gas & Appliance Corp., 
106 Adams St., Horseheads, N. Y., 
has been granted charter of in- 
corporation listing capital stock 
of $75,000—$1 par value. 


Charles M. Francisco was re- 
elected president of Fuelane Corp. 
at the company’s recent board of 
director’s meeting. Also re-elected 
were Roy R. Johnson, vice presi- 
dent; A. Burton Prettyman, vice 





NOW 
FROM 


HANNAY 


INTEGRAL HYDRAULIC PTO 

















The integral power 
take-off and hydraulic 
pump from HANNAY 
eliminate mounting 
saddle, jack shaft and 
universal joints. 

For efficiency, economy 
and flexibility 

in hydraulic LP-Gas 
delivery, SPECIFY 
hose reels and 
hydraulic components 
by HANNAY 

first choice among 
progressive LP-Gas 
dealers. 











See your LP-Gas Equipment Sup- 
or write to Hannay for 


i hydraulic delivery infor- 


CLIFFORD B. HANNAY & SON, INC., WESTERLO, NEW YORK 





president of sales; and Leonard 
T. Osterhoudt, secretary - trea- 
surer. 


Arkla Air Conditioning Corp., 
Little Rock, Ark., announces the 
appointment of Thos. F. McNally 
Associates, Kalamazoo, Mich., as 
its agent for the Sun Valley resi- 
dential air conditioner, Humphrey 
unit heater and space heaters, 
and Arkla gas lites for Michigan 
and northern Indiana. 


Carpenter & Dunn Inc., which 
manufactures and sells_ bottled 
gas, has been granted charter of 
incorporation listing capital stock 
of 200 shares no par value. The 
firm is located on Highbridge 
Road, Dewitt, N. Y. 


Charter of incorporation has 
been granted to Jonetts Bottled 
Gas Service Inc. Located in Lake 
Ronkenkoma, N. Y., it lists capital 
stock of 200 shares no par value. 


Peter C. Larkin has been ap- 
pointed commercial cooking equip- 
ment manager for the Suburban 
Appliance Co. He was formerly 
associated with the Suburban 
Propane Gas Corp. as sales man- 
ager at that company’s Belvedere, 
N. J., district from 1953 to 1957. 
In 1957 he was transferred in 
that capacity to the company’s 
Ithaca, N. Y., district. 


W. L. Parcell, vice president and 
sales manager of the Ridge Tool Co., 
and P. W. Tritsch, manager of P. T. 
Tools division of G. N. Raymond Ltd., 
sign new license agreement. Under 
this agreement, Tritsch will direct 
the manufacture and sales of Rigid 
tools in Australia and New Zealand 
from his company’s headquarters in 
Melbourne, Australia. Production will 
start immediately. 
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Speedway Products gets 
west coast sales office 


A west coast sales office has been 
established by the Speedway Prod- 
ucts department, Linde Co., divi- 
sion of Union Carbide Corp., in or- 
der to provide better service for 
L. P. gas dealers in that area. 

David B. Carse Jr. and David 
Dixon are the Linde sales represen- 
tatives for all types of butane and 
propane c) inders, manifolds and 
other related equipment manufac- 
tured at Linde’s Speedway, Ind., 
factory. 

Carse and Dixon will be located 
at Linde’s district office at 2770 
Leonis Blvd., Los Angeles (Ver- 
non) 58. 


A. O. Smith starts 
production in new plant 


Production of Permaglas water 
heaters has just been initiated at 
a new A. O. Smith plant in New- 
ark, Calif. 

The 250,000 sq ft plant has un- 
dergone extensive remodeling and 
repair since its acquisition by A. 
O. Smith. It is located on 21 acres 
of land adjacent to the Southern 
Pacific main line. The plant 
about 18 miles south of Oakland, 
15 miles north of San Jose and 25 
miles from San Francisco. 

According to J. H. Brinker, vice 
president, production capacity will 


be 10,000 units a month on a one- 
shift basis. It is estimated this 
could be increased to 25,000 when 
warranted. 

Brinker also disclosed that Don 
Hartquist, formerly plant engineer 
at Kankakee, IIl., has been named 
manager of the Newark works. 
Hartquist said that the new plant 
will function as a branch manufac- 
turing operation. Product engi- 
neering, production scheduling, 
purchasing, central accounting, tool 
design, methods and planning, and 
plant engineering design will con- 
tinue at the Kankakee center. 


Trinity opens fabricating 
plant at Francisville 


Trinity Steel Co. has opened a 
new plant to manufacture 110-1000 
gal. systems. The new plant is lo- 
cated in Francisville, Ind., accord- 
ing to Ray Wallace, president. 

Edward O. Haltom Jr., son of 
the vice president of the Dallas 
concern, will be manager of the 
Francisville plant, which is 40 
miles north of Lafayette, Ind., and 
90 miles south of Chicago. 

The fabrication plant will serve 
a 12 state area. 





New Viking LP-Gas Pumps give... 


STILL 
LONGER 
~~ LIFE 


LEAK PROOF 
MECHANICAL SEAL 


VIKING ‘‘GEAR-WITHIN- 
A-GEAR'' PRINCIPLE 


NEW *AUTOMATIC 
PRESSURE LUBRICATION 


RETURN-TO- 
TANK VALVE 


LEAK PROOF 
O-RING GASKETS 


The new *automatic pressure lubrication of Viking 
28, 35, 70 and 90 G.P.M. LP-Gas pumps is another 
important step ahead in pumping efficiency. Liquid 
is automatically forced into bearing, regardless of 
pump rotation. 


Add to Viking’s exclusive new automatic pres- 
sure lubrication, these other Viking LP-Gas pump 
features ... 


® Positive thrust control for long pump life 
® Leak proof O-ring gaskets 

= ; oe ® Dry liquid-type mechanical seal for non-leak 
Holding a dish of butter she made pose return-to-tank relief valve for quiet 
in her Maytag automatic washer is operation and greater pump capacity 
Mrs. Alex Bakan, who with her hus- © The original Viking “gear-within-a-gear" pump 
band operates a dairy farm at Bur- ee 
gaw, N. C. When a breakdown in the 
firm’s milk cooling equipment oc- 
curred the Bakan’s were faced with 
the disposition of 100 gal. of milk 
daily. They decided to make butter 
from cream taken off the milk. The 
only container large enough to hold 
the cream proved to be their Maytag 
washer. Result —486 packages of 
butter in their freezer! 


...and you have a combination that means still bet- 
ter and longer pump service for lower cost operation. 
* Patent Pending 


For complete information, write today for catalog HB 


© vixine pump company 


Cedar Falls, lowa, U.S.A. In Canada, it's **ROTO-KING"’ Pumps 
See Our File in Butane Propane Catalog 
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Two executives of an Italian stove factory near Milan were guests of Locke 
Stove Co. recently. Since 1949 they have been manufacturing Warm Morning 
gas and coal heaters under license for sale in Italy and other European coun- 
tries. Shown (left to right) are A. J. Estes, Locke vice president; Enrico Baj- 
Macario, managing director, Fonderie E. Officine Di Sarrono S.p.A.; E. M. 
Douthat, Locke president; Dr. Paolo Alberti, president of the Italian firm; and 
E. M. Douthat, Jr., Locke vice president in charge of sales. 


NEWS NOTES 


The Duo-Therm division of Mo- 
tor Wheel Corp., Lansing, Mich., 
is launching a 3-year drive to es- 
tablish 50 authorized service dis- 
tributors and 2000 authorized re- 
pair stations throughout the 
country. A factory education pro- 
gram will be given to the service 
distributors in the field during 





the summer. Don Houghtaling, 
Motor Wheel’s general service 
manager, and Lowell Davis, Duo- 
Therm service manager, will ad- 
minister the program. 


One of a series of car cards 
prepared for the American Gas 
Association and offered to gas 
companies throughout the coun- 
try has been selected as the Na- 
tional Association of Transporta- 








FOR FAST TURNOVER AND FULL PROFITS . . . 
COUNT ON COMFORTEER’S LOW BTU LINE! 


Model 135 


Model 135 — A small heater with large 
capacity, this model is a real profit item. 
Designed especially for use where a lot of 
heat is required. Unvented, fume-free with 
35,000 BTU input. 

This is just one ple of a complete line of 
quick selling, high profit unvented heaters 
by COMFORTEER. 








MANUFACTURED BY 


VEGA INDUSTRIES, INC. 


811 W. 6TH ST., CHATTANOOGA, TENNESSEE 


Model 330 — A high styled vented heater, 
this model is designed to appeal with design 
and function. Featuring LOCK-SEAM, no 
weld construction, this unit has slotted, raised 
ports for trouble-free, economical gas-flow. 
20-30-40,000 BTU models. 

You can count on COMFORTEER’S five 
models of vented gas heater’ for fast turn- 
over and sure profits. 


Model 330 








tion’s “Car Card of the Year” by 
a panel of agency heads. Michi- 
gan Consolidated’s winning card 
read: “Much more hot water with 
Gas!” 


Tri-County Gas Co. is currently 
engaged in an expansion program. 
Jesse Barfield, manager of the 
company, which has headquarters 
in Tifton, Ga., said a new installa- 
tion with a capacity of 36,000 gal. 
of butane is being placed in Pear- 
son. A total of 24,000 gal. is be- 
ing added to the facility in Adel, 
making the total capacity at that 
point 60,000 gal. 


Washington Details 





Businessmen getting 
active in politics 


The campaign to get business- 
men interested in active politics is 
mushrooming. 

Widespread management partici- 
pation in practical politics could 
materially alter present political 
trends. The same drives and skills 
that make businessmen successful 
will also eventually make them po- 
litical leaders. This would weaken 
union and farm group domination 
of many local political organiza- 
tions. 

So far, the campaign to get man- 
agement into practical politics has 
shown amazing results. Such 
groups as the U. S. Chamber and 
the National Association of Manu- 
facturers have for years been try- 
ing to get such a drive under a 
full head of steam with only moder- 
ate success. 

But it took the tremendous lick- 
ing business-backed candidates suf- 
fered in last November’s congres- 
sional elections to finally turn the 
trick. Now, hosts of big and little 
firms are for the first time actively 
pushing their executives and em- 
ployees into politics. Some have set 
up their own programs, while 
many have relied on programs set 
up by the U. S. Chamber or a 
fairly new organization, the Effec- 
tive Citizens Organization of New 
York. 

Since it was formed in 1954, 
ECO has conducted some 25 two- 
day courses in politics for business- 
men. These seminars, continuing 
at the rate of about two a month 
over the country, are held in con- 
junction with a college or univer- 
sity. College political experts and 
professional politicians from both 
parties instruct those attending in 
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the arts and tools of practical polit- 
ical activity. 

For most firms, a program to get 
management into politics consists 
of several steps. The first is usu- 
ally some type of course in basic 
civics—what government is, how 
it is run, and the structure, func- 
tion, and make-up of political 
parties from the precinct to the 
national committee. Analysis of 
problems, issues, and candidates on 
a nonpartisan basis usually follows. 
Then, management and employees 
become active in the party of their 
choice, speak out, and keep in close 
touch with elected officials, boards, 
and commissions from the local to 
the national level. 


Co-op tax loophole 
may be plugged in ‘60 

Congressional leaders are pre- 
dicting that legislation to set up an 
unavoidable single-tax on profits by 
cooperatives will pass before the 
current two-year session of Con- 
gress ends about one year from 
now. 

This year, backers of closing a 
court-created loophole in co-op tax- 
ation expect legislation to get no 
further than approval by the 
House. But legislation not finally 
acted on will carry over to 1960. 

Co-op taxation legislation, recom- 
mended by the Treasury Depart- 
ment and backed by L. P. gas deal- 
ers and other businessmen, would 
not go as far as requiring co-ops 
to pay normal corporate taxes. Nor 
would it tax payments to patrons, 
as stockholders are now taxed. But 
it would limit the virtual tax-free 
operation which co-ops now enjoy. 

At present, a co-op may “distrib- 
ute” all profits through patronage 
refund certificates and escape any 
tax on income. These paper refunds 
are not taxable to the person re- 
ceiving them. The actual cash is 
retained by the co-ops for expan- 
sion, salaries, or whatever purpose 
they please. 

Under the Treasury Department 
proposal, these paper refunds would 
have to be redeemed in cash by the 
co-op within three years. If not, 
the co-op would pay taxes on the 
funds they represent. 

If they wer redeemed, the pres- 
ent single tax against the patron 
would apply to the funds involved. 

Even if the legislation does pass, 
the co-op will be able to use profits 
for cutting prices and some mod- 
ernization or expansion and still 
escape most of the taxes which nor- 
mal business firms must pay. 
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O Lampliter 
GAS LIGHTS 


P. O. Box 35103 
Dallas, Texas 


i 2 





Lampliters, in town or country, 
add enjoyment to living. Each 
customer will want several of 
these outdoor lights to help 
make work, as well as play, 
a year ‘round pleasure. Illus- 
trated is a new and improved: 
Lampliter model, “The Belle.” 
Dealerships are still available 
in many areas. Write for in- 
formation. 








“Light Up Your Territory With Lampliters” 





South Carolina LPGA advances with 
five-point educational program 


From August 16 to 18, members 


of the South Carolina and Georgia 
LPG Assns. will get together in the 
General Oglethorpe Hotel in Savan- 
nah for a rather unusual conven- 
tion program. Of a highly educa- 
tional nature, this program typifies 
the importance placed on education 
by South Carolina LPGA. 

Exactly half of the three-day 
session will be devoted to a seminar 
on profit. The seminar will be con- 
ducted by Everett R. Bollinger, Jr., 
assistant professor at the School 
of Industrial Management at 
Georgia Tech. 

In the words of S.C.L.P.G.A. 
President T. E. “Tommy” Thorn- 
hill, “The Education Committee has 
been the most active committee in 
our association. 

“We realized that we have been 
sitting back gloating over our suc- 
cess while electricity went to work 
spending millions of dollars and 
many hours of thought to combat 
our success. They found a way 
and have done a good job over the 
past ten to twenty years. We even 


South Carolina LPGA awards two $250 
young homemaker scholarships each year. 
Here Fred Matthews of Carolina Butane 
Gas Co., Orangeburg, represents the asso- 
ciation in presenting one of the 1959 grants 
to Lois Bradley, a student at South Carolina 
State College, Orangeburg. 
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find that schools and churches in 
our state are putting in electric 
cooking facilities when they expect 
to feed 200 to 300 people! 

“The Education Committee was 
given the job four years ago to try 
to develop a program that would 
promote the use of LPG in our 
schools, so the youth of our state 
would be taught the use of gas. 
The home economics rooms in the 
schools were at that time filled with 
electric equipment and all we 
wanted was to have gas in there 
for a comparison. 

“In July, 1955, a big opportunity 
presented itself to the association. 
We obtained a place on the program 
of the annual convention of the 
state’s economics teachers. Our as- 
sociation played it up big around 
the state prior to the convention. 
At the convention, we gave a dem- 
onstration, presented favors to the 
teachers, and awarded two $250 
scholarships to two members of 
the Junior Homemakers of Amer- 
ica. The teachers still talk about 
that program today, four years 
later.” 

The pair of $250 scholarships 
have been given every year since 
and are now one of the bulwarks of 
the group’s five-point educational 
program. 

Accomplished on a yearly Educa- 
tion and Promotion budget of $3,- 
000, the program is financed on a 
purely voluntary basis. The sug- 
gested contribution is $1 per car 
of gas. 


The two scholarships are awarded 
each June with the cooperation of 
the South Carolina Home Eco- 
nomics Assn. With 270 Junior 
Homemakers’ chapters in the state 
and an estimated 14,000 members, 
the association feels “it is very im- 
portant to keep in close touch with 
these young ladies who will teach 
or will be the housewives of to- 
morrow.” 


Another phase of the five point 
program is the installation and con- 
tinuing replacement of LPG equip- 
ment in one of the homemaker 


laboratory apartments at Winthrop 
College, Rock Hill. A substantial 
number of teachers are trained at 
this school. They live in the apart- 
ment for two weeks each year to 
keep house on a competitive basis. 
The equipment is maintained by a 
local LPG dealer. Four hundred 
dollars is set aside each year to 
buy new equipment, 

Most expensive item in the edu- 
cation budget is the $1200 reserved 
for demonstrations before various 
groups. The first three demonstra- 
tions under the current program 
were held in March in Greeleyville, 
Hemingway, and Kinkstree. Each 
has a population of around 15,000. 
The events were advertised via 
newspapers, radio, direct mail and 
hand bills. Door prizes were offered 
with a grand prize of a gas dryer. 
A demonstration was held in June 
at the annual meeting and training 
session of the Home Economics 
Teachers at Winthrop College. An- 
other was planned for July before 
Negro Home Economics Teachers 
Summer Conference at South Caro- 
lina State College, Orangeburg. As 
this program proceeds, the associa- 
tion expects to hire a home econo- 
mist to handle all of its demon- 
strations. 


The remaining two facets of the 
group’s educational program are a 
pair of exhibits. The Clemson Home 
and Farm Week is a 200-exhibit, 
400-lecture-and-demonstration af- 
fair that takes over the Clemson 
College campus at Clemson each Au- 
gust. The second exhibit is at the 
South Carolina Home Economics 
Assn. annual convention, to which a 
limited number of exhibitors are in- 
vited. Georgia LPGA “makes every 
effort to get on the invitation list.” 
Annually budgeted for these ex- 
hibits are $600 for the Clemson dis- 
play and $300 for the Home Eco- 
nomics Association exhibit. 

Thus, for a grand total of $3000, 
South Carolina LPGA has an edu- 
cational program that proceeds on 
five different fronts. 


Utilities and LPG dealers 
form Virginia Council 


The natural gas and L. P. gas 
industries of the”State of Vir- 
ginia have formed the Virginia 
Gas Council. 

The purposes of the Council are 
to promote and develop the sale 
and use of natural and L. P. gas 
throughout Virginia and to de- 
velop closer working relation- 
ships between members of the 
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Council to increase the effective- 
ness and unification of gas activi- 
ties. 

For the past three years the 
natural gas companies and the 
Virginia LPGA have jointly spon- 
sored gas displays at home eco- 
nomics and restaurant conven- 
tions. Also, the natural gas com- 
panies have been active in the 
Mrs. America promotion. 

With the formation of the 
Council, continuity, group respon- 
sibility, and budgeted funds have 
been provided for. 

Near-term projects under con- 
sideration by the Council are: 
continuation and broadening of 
present display programs. at 
statewide conventions and meet- 
ings; improvement of exhibits and 
“give-aways” at exhibits; and 


more individual selling of repre- | 
sentatives at conventions through | 


better booth-manning. 


Montana, Wyoming meet 
attended by 100 


Some 100 delegates from the 
Montana LPGA and the Wyoming 


LPGA met May 25-26 in Billings, | 
Mont., for their annual joint con- | 


vention. 


Steve Mickulin of Billings was | 


elected president of the Montana 


association. Jerry Jasper of Gil- | 
head the Wyoming | 


lette will 

group for the coming year. 
Other Montana officers include 

Ralph Bawden of Glendive, vice 


president; H. E. Gerke of Bill- | 
secretary -treasurer; and | 


ings, 
Glenn Scheihing of Billings and 


Gene Adkins of Great Falls, di- | 


rectors. 

Fred Schrader of Laramie was 
elected first vice president for the 
Wyoming group; Jack Lovelady 
of Worland, second vice presi- 
dent; Ira Lamb of Lusk, secre- 
tary; A. F. Germann of Sheridan, 
treasurer, and Earl Wade of New- 
castle, director. 


Kentucky installs LPG lab 
at the University 


An agricultural engineering 
laboratory, equipped with L. P. | 
gas, is now a fact at the College | 


of Agriculture, University of 
Kentucky, Lexington. The lab is 
a reality because of the work of 


the Kentucky LPGA Agricultural | 


Committee. 
It will be used for agricultural 


engineering tests, as well as in | 
teaching the use of L. P. gas asa | 
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source of energy on the farm, ac- 
cording to University officials. 
Culminating a number of years 
of cooperation between the Uni- 
versity and Kentucky LPGA, the 
lab was planned under the super- 
vision of: Agricultural Commit- 
tee Co-chairman Paul Bauer, Big 
3 Gas Co., and C. Wayne Doran, 
Kengas Inc.; Association Agri- 
cultural Committee Chairman 
Charles Killinder, Phillips Petro- 
leum Co.; and G. Howard Yan- 
dell, chief L. P. Gas Inspector, 
Department of Public Safety. 


Frances L. Holliday, secretary, 
was co-ordinator. 

Many LPG firms and manufac- 
turing companies contributed 
equipment and labor and time to 
help make the lab a success. 


Mo-Ill group receives 


plenty of publicity 
Men from both sides of the Mis- 
sissippi met June 8-10 in St. Louis, 
Mo., for the Mo-IIl LP-Gas Expo- 
sition convention and trade show. 
The Missouri group elected a 
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R. E. Rasmuson, outgoing president of the 
Missouri LPGA (left), congratulates Roy 
Burkholder as he hands over the gavel for 
the 1959-1960 term. 


slate of new officers. They are: Roy 
R. Burkholder, owner and manager, 
Burkholder’s Appliance, Sedalia, 
president; Orval Ricks, owner and 
manager, Ricks Store, Winfield, 
vice president; and Wayne Werges, 
owner and manager, Elsberry Gas 
Co., Elsberry, treasurer. 

The Illinois group did not elect 
officers at this meeting. 

The 675 registrants had an op- 
portunity to view new products in 
the 61 booths which comprised the 
trade show. 

Both associations are to be com- 
mended for the publicity they re- 
ceived in the St. Louis Post-Dis- 
patch. In its Sunday edition, the 
paper carried 26 advertisements 
from firms welcoming the group. 
A first-page story, in one section, a 
feature on another page, and two 
pictures told about the convention 
and answered in detail the ques- 
tion: “What’s LPG?” 

Conventioneers saw a most un- 
usual demonstration when Michael 
Spatz, president of Spatz Paint 
Industries, Inc., arranged to have 
a bulk tank painted during the 
meeting. A man who had never be- 
fore painted a tank did the job in 
11 minutes, as shown in a story in 
the feature section of this issue. 


Alabama LPGA is 
correcting county tax 


The Alabama LPGA Legisla- 
tive committee, headed by Fred 
Palmer, met in Montgomery in 
May in an attempt to get relief 
on a county tax put on the books 
in error in 1956. 
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LPG consumers in Blount 
County are being penalized with 
a 1 cent per gal. county tax ear- 
marked for the improvement of 
county bridges and roads. 

The original intent of the bill 
was to cover only fuels used in 
motor vehicles. However, the way 
the law is worded, the tax applies 
on motor fuels for any use. L. P. 
gas used for heating and cooking 
in Blount County is considered a 
taxable motor fuel. 

As a result of the meeting, 
dealers and customers of the 
county have been assured that a 
new bill correcting this situation 
will be introduced in the next 
regular session. 


Management workshop 
studies public relations 


A “Public Relations for the Bu- 
tane Dealer’ course was the high- 
light of the Texas Butane Deal- 
ers Association’s 14th Annual 
Management Workshop. Instruc- 
tor for the course was Jule 
Thomas of the University of 
Texas Division of Extension. 

A total of 839 LPG dealers at- 
tended the four-day school, which 
is set up on a five-year basis with 
first-year students as freshmen, 
second-year students as_ sopho- 
mores, and the third-year stu- 
dents as juniors. Seniors (fourth- 
year students) graduate, but may 
return in succeeding years for 
post graduate study as graduate 
students. 


National Council makes 
two appointments 


The appointment of Don Bar- 
ton, sales manager of Skelgas di- 
vision, Skelly Oil Co., as adver- 
tising committee chairman of the 
National LP-Gas Council, has 
been announced. 

He succeeds Donald G. O’Meara, 
sales manager of Pyrofax Gas 
Corp., who held the position for 
two-and-one-half years. 

Barton moves into the job with 
over 30 years’ experience in the 
industry. Since 1929, he has been 
with Skelly. 

Also announced is the appoint- 
ment of Richard H. Green to the 
public relations staff of the Coun- 
cil. Before joining the Council 
Green worked on Concrete Prod- 
ucts magazine, and Printer’s Ink, 
weekly magazine of advertising, 
marketing and selling. 


Mississippi dealers hold 
2nd annual safety meet 


The sixth and last of a series of 
safety conferences sponsored by 
the Mississippi L. P. Gas Dealers 
Association was held on June 5 in 
Hattiesburg, Miss. 

Attending were 80 drivers and 
installers from L. P. gas firms in 
17 southern Mississippi counties. 

The second annual safety con- 
ference series was conducted in 
cooperation with the University of 
Mississippi. 

Three films, a talk, and two 
demonstrations featured the day- 
long session. 

Other conferences were held 
earlier at Oxford, Indianola, 
Starkville, Jackson and McComb. 


Frank, past president 
MLPGA, died on May 9? 


Manford R. Frank, who served 
as president of the Michigan 
LPGA in 1956, passed away at his 
home in Adrian, Mich., on May 9. 

Frank has been active in the 
bottled gas business in Adrian 
and operated the Adrian LPG & 
Appliance Co. with bulk plants at 
Adrian and Belleville. 


Association Notes 





The Butane-Propane Institute 
of Louisiana, during its conven- 
tion in June, named I. W. Patter- 
son, Baton Rouge, president. 
Others elected included W. A. 
Keller, Bunkie, vice president; 
W. C. Bogan, Denham Springs, 
treasurer; and J. C. Chenevert, 
Jr., Alexandria, secretary. 


New officers of the Arkansas 
LPGA, elected at the close of its 
annual convention, are Ray Mar- 
tin, Rison, president; W. A. Bar- 
nard, North Little Rock, and Dick 
Baker, Bentonville, vice presi- 
dents; O. L. Dailey, Jr., Little 


Rock, executive secretary; and 
W. O. Childress, Hot Springs, 
treasurer. 


Jim Deupree, Alabama LPGA 
executive secretary, has submit- 
ted his resignation to the board 
of directors, but will not leave 
the association until a successor 
has been chosen and trained. He 
has no definite future plans. 


gash 
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Automatic direct spark ignition system 
developed for gas-fired clothes dryer 


Circle 1 on Readers’ Service Card 

The AGA’s recent action ap- 
proving new requirements for 
gas clothes dryers permits use 
of an automatic direct spark 
ignition system developed by 
Controls Co. 

According to D. M. Strath- 
earn, vice president and direc- 
tor of appliance and automotive 
controls sales, this action opens 
the door for a wide range of 
other potential applications. 

The ignition system is de- 
signed to eliminate a major ser- 
vice problem in clothes dryers— 
that of substantial pilot burner 
trouble. Conventional automatic 
ignition systems utilize a glow 
coil or “hot wire” to ignite the 
pilot flame, in turn igniting the 


main gas burner. Utility com- 
pany surveys show that this is 
responsible for a disproportion- 
ate share of clothes dryer ser- 
vice calls. 

The Controls Co. system pro- 
vides for the direct ignition of 
the main burner gas by an in- 
tense spark, eliminating the 
conventional pilot and glow coil 
ignition completely. 

“We have also already done 
considerable, successful develop- 
ment work in applying our new 
ignition system to reflector-type 
overhead heaters that are sub- 
ject to malfunction arising from 
large movements of air about 
the heater,” Strathearn stated. 
“Our system is suitable since it 
is not affected by drafts.” 











Control calculates length 


of time needed for cooking 


Circle 2 on Readers’ Service Card 


New feature of the 1960 Magic 
Chef gas range line is the Magic 
Control Center. With Dial-a-Magic 
oven control, all the homemaker 
must do is set the “Stop Time” 
dial to the time she wants the 
roast to be cooked and ready and 
turn the “Time to Cook” dial until 
weight of meat to be cooked ap- 
pears in the window opposite the 
type of meat to be cooked. She can 
even specify that beef be cooked 
rare, medium or well-done. Set 
oven thermostat at 300 deg. The 
Senter will then take over, start 
the oven automatically, roast the 
meat, and turn off at the time 
specified for the roast to be ready. 





5 ae 


Roller will paint all 
sides of pipe at one time 
Circle 3 on Readers’ Service Card 
Speedway Paint announces a 
roller that paints all sides of a 
pipe, rod, or cable at one time and 
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in one quarter of the time ordi- 
narily taken for this type paint 
work. Presently a line of rollers 
is being manufactured that will 
paint pipes, square and twisted 
rod, cable and chain, etc., from % 
in. to 2% in. outside diameter. 






Manifold designed to hold 
any number of LPG cylinders 


Circle 4 on Readers’ Service Card 


A manifold being sold by Linde, 
which is designed to hold any num- 
ber of propane cylinders, puts 
older heavy type cylinders, as well 
as new lightweight cylinders to 
work, thereby eliminating more 
costly types of bulk installations. 
It offers a choice of propane ca- 
pacities ranging from 200 to 2000 
Ib or more. Only one man is re- 
quired to install the unit. Dual 
extension units can be added or 
removed without taking the mani- 
fold out of service or interrupting 
the continuity of supply. It com- 
plies with all requirements of 
NBFU Pamphlet No. 58. 


dense 


Swimming pool heater carries 
20-year guarantee 

Circle 5 on Readers’ Service Card 

Raypak announces the addition 
of the “Lifelong” indirect swim- 
ming pool heater to its line. It is 
guaranteed for 20 years. The Ray- 
pak boiler to which the heater is 





connected is on a closed system. 
Because of its continuous recircu- 
lation of initial fill water (pro- 
vided from the filter pump and re- 
tained within the boiler), there is 
no corrosion, scaling, electrolysis, 
or rust. In addition to swimming 
pool heating, other “Lifelong” 
units may be arranged in a cluster 
to provide domestic hot water, cen- 
tral heating, and snow melting— 
all from a single boiler. 





Revco protects asphalt 
and black top surfaces 
Circle 6 on Readers’ Service Card 


Revere Chemical’s Revco pave- 
ment sealer is said to lengthen the 
life of asphalt and black top sur- 
faces at 1/10 the replacement cost. 
Surfaces -subjected to petroleum 
products, when coated with Revco, 
are prevented from deteriorating. 
It penetrates and gives air-tight 
coverage. It also prevents crack- 


ing resulting from moisture pene- 
tration and subsequent freezing. 


Vacuum shut-off switch 
triggers electrical devices 
Circle 7 on Readers’ Service Card 


A shut-off switch, adaptable to 
any make of L. P. gas carburetion, 
utilizes vacuum to trigger an elec- 
tric solenoid shut-off valve or other 
electrical devices. Ensign’s Model 
“SF” is sensitive in operation to 
vacuum as low as 1.5 to 2 in. of 
we. The switch carries a rating of 
3 amperes at 30 volts. Inquiries 
regarding its uses for other than 
automotive applications are _ in- 
vited. 
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Brown introduces Featuramic 
styling for complete line 


Circle 8 on Readers’ Service Card 


Brown Stove has introduced 
Featuramic styling in its complete 
line of 36, 30, and 20 in. ranges. 
Featuramic is the styling first 
shown in the company’s 36 in. 
ranges, and now carried into the 
full line for 1959. The 36 and 30 
in. ranges are highlighted by the 
“Touch O’ Gold” pedestal-type 
backguard with fluorescent light- 
ing. The 20 in. apartment size 
features indirect lighting behind a 
decorative glass panel. Electric 
clock and 4-hour timer are stand- 
ard. 





Valve wrench eliminates 
removal of handles 
Circle 9 on Readers’ Service Card 


An LPG cylinder valve wrench, 
announced by Adams Bros., elimi- 
nates the removal of valve handles 
when servicing. It provides a 
quick, easy way to remove and re- 
place recessed L. P. gas cylinder 
valves. An adjustable cylinder vise 
is a companion item. 


Furnaces can be equipped 
for summer cooling 
Circle 10 on Readers’ Service Card 
“My” series furnaces, available 
for all types of gas, have been in- 
troduced by Stewart-Warner. 
Units are factory assembled and 
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are available in counterflow, up- 
flow, basement, and horizontal 
models. Capacity is AGA-rated at 
105,000 Btu per hour input. The 
series can be equipped for imme- 
diate or future summer cooling. 


Vertical broiler sears 
both sides of food at once 
Circle 11 on Readers’ Service Card 


Norge’s gas range will broil 
meat, fowl, seafood, and other 
foods vertically. Vertical broiling 
sears both sides at once, thereby 
sealing in juices. A built-in grid- 
dle may be used as a “fifth 
burner.” Other features include 
automatic rotisserie, meal sentry 
burners, two-in-one center-simmer 
burners, and automatic _ ignition 
for complete matchless perform- 
ance. In addition to the vertical 
broiler, a fully adjustable regular 
broiler with pull-out drop-front is 
located beneath the oven. 


Internal safety control valve 
designed for LPG trucks 
Circle 12 on Readers’ Service Card 


Fisher is producing an internal 
safety control valve, the C154. This 
lever-operated, quick-closing inter- 
nal type shut-off valve was de- 
signed for use in L. P. gas deliv- 
ery and transport trucks. The unit 
will function as an automatic back 
pressure check valve in the closed 
position, and will provide quick- 
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The HIDY Degree-Day System 
Will Save oa Up to 30% 


Trucking & Bocidionsiien Costs 


Would you spend $95 a year to save up to 30% on your book- 
keeping and trucking costs? That’s what hundreds of users of the 
HIDY degree-day system are saving every year. With this system 
you can deliver more gallons per mile—make fewer trucks the 
same job. Can be bought or leased. In use in all parts of the 
country. The most accurate, easiest to install, simplest to main- 
tain degree-day recorder on the market—and that statement is 
backed by $1000 reward for anyone who can prove otherwise! 
Write for full story of this money-saving, work-saving plan— 
ask for Bulletin B-8. Please state whether you already operate 
on Degree Day system. 


SOME TERRITORIES ARE still available for 
sales representatives. Write for information. 


HIDY-BROWN RECORDER COMPANY 
6988 FIVE MILE ROAD CINCINNATI 30, OHIO 
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closing shut-off and excess flow 
check protection in the open posi- 
tion. The valve inlet was designed 
for installation in a 3 in. NPT half 
coupling. 


Decals designed specifically 
for LPG dealers available 
Circle 13 on Readers’ Service Card 


Wetmore & Co. has developed a 
marking system of permanent de- 
cals specifically for LPG dealers. 
Decals include an all-purpose em- 
blem, which comes with standard 
“Better Service” headline, and the 
dealer’s company name and city 
imprinted; and a bumper promo- 
tional emblem. Decals with the 
words, “Flammable,” “Propane,” 
“Butane,” “L. P. Gas,” “No Smok- 
ing or Open Flames Within 50 
Feet.” “No Smoking,” and “Dan- 
ger” are also available. A cata- 
log, giving dimensions and price 
of each of these signs plus many 
others, is available upon request. 


New ovens feature decks 
42 in. wide x 32 in. deep 


Cirele 14 on Readers’ Service Card 


South Bend has introduced a 
line of three bake ovens, each of 
two-pan size. Each deck is 42 in. 
wide x 32 in. deep inside. One 
model has 7 in. high deck, another 
has 12 in. and the third is a twin 
deck unit, each being 7 in. high in- 
side. Noteworthy is a tempering 
zone or preheating area under- 
neath the main oven burner com- 
bustion chamber. Air is brought 
into this preheating zone and the 
temperature raised to 67 per cent 
of the required baking level before 
the air comes into the burner. 


& 


Burkay pool heater designed 
for 30,000 gal. capacity 
Circle 15 on Readers’ Service Card 
Permaglas has added the 30F to 
its swimming pool heater line. It 
is designed for pools of approxi- 
mately 30,000 gal. capacity. Rated 
at 300,000 Btu per hour, it is fully 
automatic, featuring the Burkay 
flow switch. When the filter pump 
turns on and begins to circulate 


water through the system, the flow 
switch activates the heater burner. 
When the water flow subsides, the 
switch shuts off the burner. 


Economy incinerator 


features firebrick liner 
Circle 16 on Readers’ Service Card 


A low-priced smokeless-odorless 
gas incinerator has been intro- 
duced by the Majestic Co. Model 
ESO employs a thick, corrugated 
firebrick combustion chamber. The 
presence of air in these corruga- 
tions provides an extra layer of 
insulation to allow cooler casing 
temperatures during operation. 
The after-burner principle, is car- 
ried out by a radiant ceramic flue 
liner, which, when heated to glow- 
ing temperature, consumes smoke 
and odor. Capacity of the unit is 
1.5 bu. 


Ductile iron gate valves 
available in '/2 to 2 in. 
Circle 17 on Readers’ Service Card 


Ohio Injector announces a line 
of ductile iron gate valves in sizes 
1% to 2 in. “Pipe-pal’ is rated at 
1000 psi for all temperatures from 
20 to 650 deg. F. It is described 
as having “a spread flange design 
which embodies longer bolts that 
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store extra bolting energy to pre- 
vent joint loosening. Ductile iron’s 
strength as well as its excellent 
thermal shock and impact resis- 
tance render it ideally suited for 
refinery and process lines.” 


Self-contained temperature 
regulator now available 
Circle 18 on Readers’ Service Card 


Barber-Colman’s temperature 
regulator for proportional control 
of water, gas, or low pressure 
steam is designed for all applica- 
tions where a self-contained valve 
assembly may be particularly 
suited. A _ tight-closing, self-con- 
tained unit, it features: a cali- 
brated adjusting dia] for precise 
temperature control, electric indus- 
trial motor operator, and armored 
capillary tubing. 


Outdoor gas lamp features 
indoor control unit 
Circle 19 on Readers’ Service Card 
A gas-fired outdoor lamp with a 
remote control unit for installation 
inside the house, is introduced by 


Trageser. The “Vari-Ray” burns 
only when turned up by the house- 
holder. A _ pilot-light burns con- 
tinuously day and night, and a 
simple remote control unit, which 
can be installed just inside the 
front door, permits the lamp to be 
turned up when night falls and 
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turned off when the householder 
retires for the night. Intensity of 
illumination can be varied. 


Orifice unions help measure 
and control flow of gases 
Circle 20 on Readers’ Service Card 


A line of forged-carbon-steel, 
beveled-orifice unions designed to 
join sections of pipe and at the 
same time help measure and con- 
trol the flow of liquids or gases 
under pressure has been an- 
nounced by Clayton Mark. The 
company also has a stainless steel 
orifice plate shaped to fit the con- 
tour of the union seat and elimi- 
nate gaskets. It snaps into place 
automatically. 


Complete campers kit 
includes stove and lantern 
Circle 21 on Readers’ Service Card 


Rexo-Therm has introduced the 
Sievert complete camper’s kit. In- 
cluded are: 2-burner stove, lan- 
tern (with base and hanging 
hook), heater, 2 lengths (1—5 ft, 
1—10 ft) high pressure hose, and 
2-way adapter (9/16 LH thread). 
The unit fits all standard L. P. gas 
containers. Both burner stove and 
lantern can be used at the same 
time. Other Sievert equipment 


available includes: portable wind- 
proof camp stoves, 2-burner stoves, 
heaters, lanterns, and lantern and 
tank assemblies. 


Gaugeless regulator 
Circle 22 on Readers’ Service Card 


An improved version of its 
gaugeless regulator for all cylin- 
der regulator applications has 
been developed by Harris Calorific 
Co. It is designed to reduce mainte- 
nance cost otherwise brought 
about by broken gauges, inlet 
stems, adjusting screws, ruptured 
diaphragms, and leaking seats. 
Available for all commercial gases 
in several models delivering 0-15 
lb., 0-50 Ib., 0-100 Ib. 


cioseD rosimion 
Poppet check valve controls 
fiow in either direction 
Circle 23 on Readers’ Service Card 
A poppet check valve adaptable 
for use with a wide range of pres- 


sures is. announced by Nuclear 
Products. Major application is on 
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instrument, process and control 
lines to allow flow in one direction 
instantly and automatically stop 
flow in a reverse direction. 


PARACOIL 


LP-GAS 


VAPORIZERS 


Incinerator can be installed 


either indoors or out 
Circle 24 on Readers’ Service Card 


Caloric announces a gas incin- 
erator which can be used for 
either indoor or outdoor installa- 
tion. Designated Model No. 21, the 
DAVIS » disposer is available in “Caloric 
ENGINEERING Bronze” finish and features a spe- 
cial safety-locking device on the 
top door, accurate-control time set- 
ting which can be varied depend- 
ing on the material to be inciner- 
ated, and specially-designed burner 
and pilot assembly. 








A complete city and we;’ 

water conditioner, Elgin’s new Cabinet 

Model 50 softens water, removes rust and filters 
for sparkling clarity in one automatic operation. 

The Model 50 is easy to install and 

requires minimum maintenance and 
salt attention. A “most wanted” ee 
ance, easily sold on its looks and p 
formance in city and rural areas a 
it is a natural tie-in with cone 
improvement plans. 

Elgin also produces a sales-mate 
for the Model 50— the _ snenemnen, 
semi-automatic Model 60 tank-type 
unit. A 3-year guarantee, plus a 10- 
year warranty, is furnished on both 
units. And i ides you — the 
dealer — were es stimulating mer- 
chandising aids and demonstrators to 
make your selling job easier and 
more professional. 


» Semi-Automatic Fully Automatic 
Model 50 


Write for Full Resale Facts TODAY! 
Home Appliance Division 


ELGIN SOFTENER CORPORATION 
243 N. Grove St., Elgin, Illinois 








Whirlpool adds five ranges 
to its 1959 line 


Circle 25 on Readers’ Service Card 


A “Gold Star” deluxe 30 in. 
model, a 36 in. custom unit and 
three built-in gas ovens are mid- 
year additions to the complete line 
of RCA Whirlpool gas ranges. All 
three built-in ovens have match- 
less “Balanced-Heat” ovens; waist- 
high “smokeless” broilers, and eye 
level control panels. Each is de- 
signed for inside or outside vent- 


Vent is adjustable to any 
exterior wall thickness 
Cirele 26 on Readers’ Service Card 


Tele-Vent, a pre-assembled thru- 
the-wall vent, is now instantly ad- 
justable to any exterior wall thick- 
ness. No cutting is needed. Safti- 
Vent installation requires one mea- 
surement—from cabinet base to 
center of vent. At this point, a 
7% in. hole is cut through the 
wall. No template is needed. The 
pre-assembled vent is inserted and 
telescoped to wall thickness. Hook- 
ing up the gas line completes the 
installation. 


Restaurant range features 
30-in.-wide oven 
Circle 27 on Readers’ Service Card 


A restaurant range, with infra- 
red broiling and an oven 30 in. 
wide, 22 in. deep and 4% in. high, 


BUTANE-PROPANE News 





RAYPAK TR MP SYSTEM 


THE PACKAGE HOT WATER SYSTEM 
FOR THE FOOD SERVING INDUSTRY. 


Provides water at 2 00° for space heating, 
i 8 0° for sanitary rinse, 
} 4 0° for general purpose 
from a single RAYPAK gas fired boiler 


Saves up to 40% in original equipment and 
installation costs — slashes maintenance 
expense ~ a superior indirect system —-Raypak 
boiler guaranteed for 20 years. 


As only one boiler, one vent and one gas line 
are required there are important savings in 
equipment and installation costs. The Tri- 
Temp System saves a great deal of space, an 
important factor in the food serving business. 
The Raypak Tri-Temp System is available in 
a wide range of sizes and capacities. 


The Raypak Dual-Temp System is identical to the Tri-Temp 
System and is available for installations where there already 
exists central heating. 


® Engineers-Manutacturers: 2416 CHICO AVENUE, EL MONTE, CALIFORNIA 


GET ON THE PROFIT TRAIN 


with SUBURBAN NOVENT and DYNAVENT 
GAS HEATERS 


Biggest Selling ‘Sealed Combustion Chamber” Heaters 
On The Market . . . YOUR BEST PROFIT MAKERS 
And no wonder these sensational heaters are the sales 
leaders. NO other heater offers ALL these outstanding | 
features... ei 
Fully vented without flue or chimney e Take up no floor space — extend only 8/2 
Easily installed in both windows and walls into room 
Y-W/ oi ©] a OC 10)-/ A @) i 0) sn © OS) Fe) e Completely automatic, with built-in or wall 
high bill complaints thermostats 
Sealed combustion chamber — burn no e Easy to service — entire unit quickly removed 
room air from cabinet 
Efficient, forced warm-air circulation heats e One heater can heat up to 3 r 
floors — draws air from ceiling for reheating heaters can heat entire small 5 room house 
—no heat stratification true zone control heating 
Available in three sizes — 20,000 BTU — 35,000 BTU — 45,000 BTU @ Approved by AGA, CGA, 
CSA, Leading Utilities and LP-Gas Marketers ¢ Nationally advertised in leading consumer magazines 


For complete details write to 


SUBURBAN APPLIANCE CoO. 


Dept. BP 859, Morristown, N. J. 
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12,000 BTU Vented Circulator 


Perfect for the small room. Ultra-modern ap- 
pearance added to tested performance makes 
this a must for dealers. Finished in durable 
baked-on tan enamel. The attractive expanded 
meta! front assures rapid distribution of heat. 
Can be installed close to wall. Has optional 
horizontal and vertical vent openings with in- 
ternal draft diverter. Available with manual 
or 100% safety pilot and automatic tempera- 
ture controls. 


MODEL 9120 is AGA Approved for use with any 
gas. 174" high, 15" wide, Ii" deep. 


Write for Literature and Prices 
on 60 Armstrong models and sizes 


Armstrong Products Corp. 


Dept. BP, Huntington 12, W. Va. 








SEALING 
COMPOUNDS 


Heat and _ vibration- 
proof, non-solvent, 
will not shrink, crack 
or crumble, Makes all 
assemblies leak-proof 
and pressure-tight. 
Prevents rust, cor- 


BASIC 
rosion, joint seizure. 


BLENDS 


LIQUID WRENCH 


penetrating 





rust solvent 


LOOSENS 
rusted bolts, nuts, 
screws, ‘frozen’ ports 

uid Wrench works 


Li 

a is absolutely 
safe for all metals and 
alloys. 


At Industrial, Automotive, 
Hardware, Plumbing Jobbers 


RADIATOR SPECIALTY CO. 7 





For further information use Readers’ Service Cards on pages 89, 90 


has been introduced by Comstock- 
Castle. Model A330B is a single- 
oven-type with side broiler and 
griddle. The broiler is an oval- 
type burner set below frames of 
steel mesh which produces an 
even heating infra-red broiling 
surface. 


Utility trencher is portable 
and self-propelled 
Circle 28 on Readers’ Service Card 


A portable, self-propelled utility 
trencher, is especially designed for 
L. P. gas dealers who install com- 
plete systems. Manufactured by 
Davis, the unit trenches from 2 to 
3 in. wide and down to depths of 
3 ft. It has a positive, variable 
speed drive with a winching mech- 
anism that draws it along the line 
to be dug. Six different speed set- 
tings, as well as a neutral and 
stop-forward motion, are con- 
trolled by a single lever. Speeds 
are up to 400 ft per hour. 


TRADE LITERATURE 





“Plan for a Growing Market" 
Circle 29 on Readers’ Service Card 


“Planning for a Growing Mar- 
ket,” a 34-page booklet, is one of 
Cities Service’s new seven-volume 
“Distributor Management Series.” 
Seven comprehensive chapters 
show readers how to spot future 
opportunities and how to build and 
carry through a profitable growth 
program. 


Self-sticking safety signs 
Circle 30 on Readers’ Service Card 


Over 400 stock self-sticking ac- 
cident prevention signs are de- 
scribed in an 8-page illustrated 
catalog offered by W. H. Brady. 
The signs available cover any 
safety or plant housekeeping situa- 
tion. All signs conform to ASA 
and NSC specifications for design, 
color, wording, and size. Special 
signs can be made up to customer 
order. 


“Code for Defensive Driving" 
Circle 31 on Readers’ Service Card 


To help the millions of profes- 
sional drivers who must constantly 
make decisions behind the wheel, 
the National Safety Council has 
published a booklet, “A Profes- 
sional Code for Defensive Driv- 
ing.” “Defensive driving,’’ the 
Council points out, “is a formula 
for avoiding accidents. It is a 
state of mind. It is the profes- 
sional driver’s safety code of the 
road.” A sample copy is available 
at no cost. 


L. P. gas fuel systems catalog 
Circle 32 on Readers’ Service Card 


An 84-page Century Gas Equip- 
ment catalog of original equipment 
and conversion L. P. gas fuel sys- 
tems for trucks, buses, taxis, and 
farm and industrial vehicles and 
engines is now available. It lists 
all parts and prices of 13 convert- 
ers, 13 filters, 3 regulators and 131 
carburetors. Engine specifications 
and installation data are included. 


Truck drivers’ signals 
Circle 33 on Readers’ Service Card 


Truck drivers, when constantly 
blinking the lights on their trucks, 
are practicing a code of ethics, 
courtesy and safety. A public ser- 
vice folder, called ‘“Travel-Pal” by 
Air-Com Publishers, incorporates 
the truck drivers’ signals. Also, 
space for trip expenses is included. 
Firms desiring to distribute these 
folders may secure further infor- 
mation. 


Robertshaw's magazine 
Circle 34 on Readers’ Service Card 


The first issue of a new maga- 
zine devoted to news and features 
on the gas and controls industries 
has been published by Robertshaw 
Thermostat. The magazine, called 
“The Control Tower,” will be pub- 
lished quarterly. Art work and 
photographs are in full color. 


Gas valves folder 
Circle 35 on Readers’ Service Card 


“For Perfection in an Abso- 
lutely Silent Gas Valve,” a folder 
released by White-Rodgers, lists the 
types of valves available, describ- 
ing the job each was designed to 
do. Features of the line are given 
in the color folder, along with gen- 
eral specifications, including elec- 
trical ratings and sizes available. 


BUTANE-PROPANE News 











KEITH G. BLANCHARD has been 
elected vice president of Tuloma 
Gas Products Co. Before coming 
to Tuloma, he was a Standard Oil 
Co. (Indiana) district manager. 
He had been with that company 
for 29 years. 


K. G. Blanchard 


Tuloma Gas 


Phil Sasser 


Armstrong 


PHIL SASSER has been appointed 
vice president and assistant gen- 
eral manager of Armstrong Prod- 
ucts Corp. For the past three 
years he was president of General 
Mining & Construction Corp. and 
prior to that, president of Sasser 
Publications Ince. 


Appointment of ANDREW B. 
PULLIAM as president and general 
manager of the Marvel-Schebler 
Products division of Borg-Warner 
Corp. is announced. He succeeds 
R. C, INGERSOLL who is relinquish- 
ing his divisional duties to devote 
more time to company-wide re- 
sponsibilities. 


WILLIAM M. HAILE has been 
elected a vice president of Union 
Carbide Corp. He will supervise 
the activities of Linde Co., Na- 
tional Carbon Co., and Union Car- 
bide Metals Co. WILLIAM B. 
NICHOLSON has been appointed 
president of Linde to succeed 
Haile. Both men have long been 
associated with the company— 
Haile since 1925 and Nicholson 
since 1935. The Speedway Prod- 
ucts department has also an- 
nounced that T. W. ESELGROTH, 
midwestern region manager, will 
expand his territory to include sev- 
eral western and southwestern 
states incuding Colorado, Wyom- 
ing, Texas, and New Mexico. Chi- 
cago area salesman G. W. MAUPIN 
will move to Kansas City as sales- 
man-in-charge of the southwest 
and western states. Replacing 
Maupin in Chicago is D. L. WIL- 
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SON. B. C. WROBEL’s territory will 


be enlarged to include most of | 
Ohio and T. T. WHITE will add | 


southern Illinois and western Mis- 
souri. V. M. PARKER will now han- 
dle Nebraska, Wyoming and Iowa 
and D. A. DIXON will be salesman- 


in-charge of Pacific Coast terri- | 


tory with office in Los Angeles. 


W. RICHARD BLEICHNER has been | 
named advertising manager of | 
Rockwell Manufacturing Co.’s Me- | 
ter-and-Valve and Petroleum-and- | 
Industrial divisions. He joined the | 


company in 1952 and was promoted 


to his most recent position as as- | 


sistant advertising manager, Meter 
and Valve division in 1957. PAUL | 
A. WICK, assistant to the president | 
and assistant secretary, has been | 
elected secretary of the company. | 
He joined Rockwell’s legal depart- | 
ment in 1946. 


K. J. Worthen 


General Electric 


W. R. Bleichner 
Rockwell 





KENT J. WORTHEN has been 
appointed national sales manager 
for General Electric two-way ra- 
dio. From Lynchburg, Va., he will | 
direct the sales activities of 60 | 
district offices throughout the na- | 
tion. He joined G-E in 1949. L. R. 
SHEELEY, formerly manager of mo- | 
bile radio equipment sales, has 
been named national sales manager 
for the Computer department in | 
Phoenix, Ariz. ROBERT L. CASSEL- | 
BERRY is now acting manager of | 
the technical products operation of | 
the Communication Products de- | 
partment. The Communication | 
Products department has moved its 
five-state southeastern regional | 
two-way radio sales office from At- 
lanta, Ga., to Tallahassee, Fla. | 
J. W. BRYANT, previously regional 
manager at Atlanta, will be in | 
charge of the new office. M. G. 
MCRAE, northern Florida district | 
mobile radio sales manager, will | 
have an office in the new location. 








Dig Ditches at 
Lowest Cost 


ARPS 


TRENCH DEVILS 


Cost Less to 
Own and Operate 


He Versatile — Digs 24,” 
wide trench up to 20” deep 
Ye Fast — Ditches 6’ per minute 
at 20” depth 
Hk Simple — One-man operation 
IH Portable — Easily loaded on pickup 


bag can eliminate the slow, cost- 

, hand labor of digging L. P. Gas 
ok with the new, low cost Arps 
Model JR Trench Devil. This 
handy tool increases production 
while cutting operating expenses 
—digs 100’ of trench for about 
12 cents! The simple mechanism 
keeps maintenance costs low — 
lightweight, - #- construction 
assures years profitable use. 
Unique curb attachment available 
for ee digging inside a concrete 


For larger jobs the self-propelled 
Model M-A Trench ow di 
trenches 2%”, 3%”, 6” or 
wide, up to 6° deep. Has md 
hydraulic drive for speeds up to 
1200’ per hour. 

Send for more information te- 
day on these two new, low cost 
trenchers from the Arps 
New Holstein, Wis., Dept. B 


Trencusns 
ARPS HALF-TRACKS 

corporation BULLDOZERS 
“wacomm UTILITY BLADES 








FROM 


SPATZ 


A COMPLETE LINE OF 
PAINT PRODUCTS FOR YOUR 
“WINTERIZING” PROGRAM 

ESPECIALLY FOR 


LP GAS INDUSTRY 
Amazing "Rust Stopping” 
STRONTIUM CHROMATE 


© Rust Controller — 
PENETROL the sol- 
vent with ‘“‘ter- 
rific’’ “‘wetting 
action’’. 

¢ The time-saving 
roller ‘Crew-Kit’’ 
—for your delivery 
trucks. 

© Sold to You at 
wholesale prices— 
write for name of 
SPATZ representa- 
tive who serves 


FREE— you. 


Let us send you our guide to better 
painting. 


SPATZ 


PAINT INDUSTRIES INC. 
5237 Manchester, St. Louis 10, Mo. 








Improved WEED 
CONTROL BURNERS! 


@ BLUE JET (Vapor) 

Most economical burners yet! 

Throw flame 8 to 12 feet. Burn 

up to 30 gals. an hour. “Blow- 

out-proof” pilot. 

#7—Over 7’ long; light weight; 
lever-operated valve; two 
hooded orifice nozzies. 

#5—8’ long; same as #7 except 
single hooded orifice nozzle. 

#37 long—otherwise same as 


@ RED JET (Liquid) 


For farm, commercial and indus- 
trial use. Unconditional 2-year 
guarantee. 


#30 and 30A—lightest and most 
durable liquid burner made. 
Runs on liquid, liquid & va- 
por, or straight vapor. 


Distributors wanted in some areas. 


Northwest Fabricators, Inc. 
NYSSA, OREGON 











GEORGE R. ALLEN, vice president, 
has been elected to the board of 
directors, Superior Valve & Fit- 
tings Co. He joined the company 
in 1949 as general sales manager 
and was named vice president in 
1950. 


R. M. Parks is the new adver- 
tising manager for Bendix Radio 
division’s Industrial Electronics 
Products Group. Previously, he was 
assistant ad manager of the divi- 
sion’s Avionics Products Group. 
Also announced is the appointment 
of G. L. ALDRICH as distributor/ 
dealer sales administrator for mo- 
bile radios. 


The promotion of JOHN W. BEN- 
SON to assistant national advertis- 
ing manager, RCA Whirlpool ma- 
jor home appliances, was an- 
nounced. He has been a member 
of Whirlpool’s sales staff since 
1956. 


WILLIAM M. Harcum has been 
appointed general manager of Rob- 
ertshaw-Fulton Controls Co.’s east- 
ern research center in Philadel- 
phia. Harcum replaces RALPH V. 
COLES, who was named general 
manager, European operations, 
with offices in London. Also an- 
nounced is the appointment of 
GEORGE REVESZ as technical direc- 
tor of the research center. DONALD 
J. NEARY has been named. produc- 
tion manager of the Bridgeport 
Thermostat division. Joining the 
company in 1948, he has been as- 
sistant production manager since 
1953. 


Minneapolis-Honeywell Regula- 
tor Co. has promoted J. A. DEPuy 
to central regional manager. He 
succeeds WESLEY R. Moore, who is 
on special assignment as assistant 
to Honeywell’s president. DePuy 
joined the company in 1936 and 
has held a variety of sales and ser- 
vice posts. 


American Meter Co. Inc. has 
named ALBERT L. WELDY sales rep- 
resentative for the Birmingham 
sales district. He will make his 
headquarters in Pompano Beach, 
Fla. Weldy has 19 years’ experi- 
ence with the company. 


JAMES B. PASCHAL has been ap- 
pointed quality control manager of 
Cribben & Sexton Co. He will head 
the department responsible for in- 
spection and control of all of the 
company’s products, in both the 
domestic and institutional lines. 


Harry W. BEILHART has been 
appointed a district sales represen- 
tative of Texaco’s L. P. gas sales 
division. He will headquarter at 
the district sales office at Westville, 
N. J., and will cover a large por- 
tion of the Eastern Seaboard terri- 
tory. 


Arkla Air Conditioning Corp. 
announces the appointment of 
CHARLEY LOCKHART as associate 
for water chiller equipment in the 
state of Texas. He formerly held 
various positions with Lone Star 
Gas Co., including manager of 
dealer sales. 


Walworth Co. has announced the 
promotion of LEO E. GARLAND to 
manager of the firm’s Western di- 
vision. Responsible for the sales 
and general administration of Wal- 
worth’s interests in ten entire 
states and sections of six others, 
he will headquarter in Chicago. 


F. H. Moore was named sales 
representative of the Caloric Ap- 
pliance Corp. for the state of 
Georgia. He will headquarter at 
Decatur. 


The Dearborn Stove Co. an- 
nounces the appointment of 
CHARLES A. MATHISON as its rep- 
resentative in Ohio and Kentucky. 
He has worked for the Peoples 
Gas, Light & Coke Co., Minneapo- 
lis-Honeywell, and Roberts-Gordon 
Appliance Corp. 


HarRotp H. HIPPLER, formerly 
general sales manager, truck 
equipment, becomes assistant di- 
rector of truck and construction 
equipment sales for Gar Wood In- 
dustries Inc. D. J. Byrp, formerly 
Load-Packer refuse collection sales 
manager for the firm, is now gen- 
eral sales manager, truck equip- 
ment. 


Deaths 


ALLEN D. MACLEAN, chief engi- 
neer of Superior Meter Co., died 
of a sudden heart ailment on May 
24, in Punxsutawney, Pa. He was 
the author of many trade journal 
articles and handbooks. He joined 
Superior, a subsidiary of Neptune 
Meter Co., in 1955 as chief prod- 
ucts engineer in the company’s 
Brooklyn plant, and moved to the 
Punxsutawney plant in 1956. Be- 
fore joining Superior, he was chief 
products engineer of the Mueller 
Co. 
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Volume apple grower Henry Childs shows 
the newest of his three large propane- 
powered orchard sprayers in action. Of the 
gasoline tractor he says, “You can bet it 
will be replaced with a propane-powered 
unit!" 
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LPG solves many problems 


around large orchard 


Story begins on next page 


99 





POWER SECTION 3 





Sixteen more conversions 


are on the way 


WILLIAM T. HARPER 


ENRY CHILDS, who owns 

and operates the 800-acre 
Crown Orchards near Charlottes- 
ville, Va., will be the first one to 
agree that “an apple a day keeps 
the doctor away.” And, he’s al- 
most as quick to say that propane 
will keep the engine mechanic 
away. 

Childs has gone all out during 
the past two years in converting 
his gasoline units to LPG. So far, 
with the help of Bottled Gas Corp. 
of Virginia’s technicians, he has 
switched three orchard sprayers, 
one fork lift and his vast irriga- 
tion system to L. P. gas. 

“It won’t stop there, either,” he 
adds. “As each one of the 16 ve- 
hicles I have need to be replaced, 
you can bet I’ll get a propane-pow- 
ered unit.” 

The boyish-looking farmer, who 
was forced to drop out of college 
to take over the orchards when his 
father died in 1954, is particularly 
proud of his three orchard spray- 
ing units. Bottled Gas Corp. of Vir- 
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ginia (Richmond) is more than 
slightly happy with them, too. The 
units consume about 150 gal. of 
propane per day when they are 
in full operation during the spray- 
ing season, which runs from mid- 
March to mid-September. 

The newest sprayer, a John Bean 
Model 500-CP, was purchased only 
this year. The propane-driven en- 
gine, a 188 hp Chrysler V-8, pumps 
the bug-killing solution through 
nozzles and powers a huge fan at 
2250 rpm to spray the solution at 
a 67,000 cu ft per minute rate. Us- 
ing a sprayer such as this, Childs 
needs only two men (one to drive 
the tractor-pulled unit and one to 
fill it with spraying material) to 
do a job that formerly required 15 
men using hand sprayers! 

It was when the gasoline engine 
on one of the two older units went 
bad that Childs decided to try pro- 
pane. He had heard of the success 
a neighboring farmer had using 
LPG to power a well drilling rig. 
(In both of these operations, a 


Another view of Childs’ newest sprayer. 
The unit is 19 ft. 9 in. long, up to 70 in. 
high (depending on ground clearance ad- 
justment), and weighs 9450 Ib when full. 
Its 188 hp Chrysler V-8 throws out 67,000 
cu ft per minute at a velocity of 95 mph. 


high-speed, continuous - action en- 
gine is utilized.) 

“All I really wanted to do by con- 
verting to propane was to lengthen 
engine life. Right now, it’s a little 
too early to accurately compare en- 
gine life because I’ve only used 
propane for two seasons. But, I 
can say this: we pulled the engine 
heads after last season and found 
no carbon deposits whatsoever. 
We have to change oil only one- 
fifth as much as we used to. Now 
we only do it every 250 operating 
hours. And, we use only half as 
many filters. That was an unex- 
pected financial saving. Our pro- 
pane costs just a little more than 
gasoline and we get about the 
same number of hours per gallon. 
But, we don’t have to make as 
many adjustments on the valves, 
etc., because they stay more con- 
stant due to lessening of lead de- 
posits. 

“I’m sure,” he continues, “that 
propane will add a couple of years 
life to our units. For instance, 
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there’s less wear and tear on the 
plugs and points. We used to use 
two sets of plugs a year. This set 
we have in there now should last 
us about two years. Multiply that 
by three units and there’s another 
saving.” 

W. H. Perkins, Bottled Gas Corp. 
of Virginia’s industrial service 
manager, did the conversion job. 
The engines were already set as a 
7.5 to 1 compression ratio and lit- 
tle adjustment was needed there. 
The conversion consisted basically 
of installing an L. P. gas carbure- 
tor. A slight change was made in 
engine timing to allow for the 
slower burning characteristics of 
the new fuel. 

The sprayers carry two 100-lb 
liquid withdrawal cylinders, one on 
each side. Modifications have been 
made on the sprayers to allow them 
to carry extra cylinders, which last 
about six to seven hours under con- 
tinuous operation. They are filled 
on the premises from a 1000-gal. 
storage tank. On two of the spray- 
ers, the cylinders are mounted in 
an upright position while on the 
latest model, they are horizontal. 

Crown Orchards, with 500 acres 
of apple trees and 300 acres of 
peach trees, naturally needs a cold 
storage room. Here, Childs uses a 
Clark 2000-lb forklift. Originally, 
this was gasoline powered. Then, 


























last September, one of the em- 
ployees working in the closed stor- 
age room was sent to the hospital 
suffering from carbon-monoxide in- 
halation. Childs decided to convert 
the forklift to propane. 

“It was strictly as a human 
safety factor,” he recalls. “We have 
to keep the door of the cold storage 
room closed at all times to main- 
tain a temperature of about 30 
deg. (F.) so we had to use a fuel 
that would throw off a minimum 
of carbon monoxide fumes. Pro- 
pane is that kind of a fuel.” 

Once again, unexpected benefits 
were harvested at Crown Orchards. 
“After the conversion,” says 
Childs, beaming like a man who has 
just gotten something for nothing, 
“we found that the forklift engine 
no longer gave us trouble starting 
in the sub-freezing temperatures 
of the storage room. We no longer 
had to use the choke and other 
priming measures needed with 
gasoline.” 

The well known benefits of LPG 
for carburetion became evident to 
Childs after the fork lift conver- 
sion. 

“Just take a look at that dip 
stick,” he says proudly as he pulls 
it from the lift’s crankcase. ‘““We’ve 
been running this lift for 1500 
hours since last September and we 
still haven’t added a drop of oil. 


When a worker in the Crown Orchards cold storage room became sick from carbon mon- 
oxide inhalation, this 2000 Ib Clark forklift was quickly converted to LPG to do away with 
such fumes. LPG’s other well known benefits came as an extra benefit, elated Childs. 
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And from the clean look of the oil 
on that stick, we won’t have to 
change that oil for a long time. 
I'll bet this conversion job will pay 
for itself in a year or less.” 

In case of a severe drought, 
Childs has a propane-powered irri- 
gation system of aluminum piping. 
It takes water from a multi-mil- 
lion gallon lake and sprays it over 
the 300-lineal-miles of orchard. 

Powering the pumps that send 
the water through the 6-in. main 
lines and out the 3-in. feeder lines, 
are three LeRoi engines, which un- 
der full operation, use a total of 
100 gal. of propane per day. Crown 
Orchards has used 4000-5000 gal. 
of propane in the course of one irri- 
gation season. These engines too, 
used to be gasoline fired. 

Childs has two good reasons for 
converting them. First, he found 
the continuous, high speed opera- 
tion of the pumps was extremely 
hard on the engine parts and wore 
them out quickly. When this hap- 
pened, he needed replacement parts 
in a hurry to keep the irrigation 
system going so he would not lose 
any of his crops. These parts were 
not always immediately available, 
so he decided to convert to propane 
to increase engine life. 

When the system is in operation, 
the pumps are placed at several 
outlying points within the orchards 
but well out of sight of the central 
packing and storage area. This 
led to the second good reason for 
converting. Childs found his gaso- 
line supplies mysteriously vanish- 
ing from the unwatched pumps. 
Now, he no longer has a pilferage 
problem. 

Converting to propane, it seems, 
has answered many more problems 
than just keeping the engine me- 
chanic away from Crown Orchards. 
It’s little wonder then, that apple- 
grower Childs champions propane 
almost as often as apples. a 





MEMO 


To: LPG Dealers 


Orchard spraying can be a big 
summer load. Turn the page 
to see what progress spraying 
has made. 




















Spraying is now a science 


THe first orchard sprayers were nothing 

more than refined squirt guns, with liquid 
from a hand-carried cylinder pumped by 
hand through a nozzle at the end of a long 
handle. Soon, an air chamber was added 
to the pump to keep up a steady pressure 
and the next step was an engine to drive 
the pump with horses pulling the entire rig. 
Then the man with long-handled nozzle was 
displaced by a spraying mast, a pipe that 
went straight up in the air and sprayed out 
through nozzles at different heights. The 
major breakthrough toward truly high speed 
spraying and better coverage was the dis- 
covery that air-carried spray would do the 
job better. The first air carried sprayer 
looked much like the new one seen on the 
preceding pages, but a man had to ride 
inside to control the direction of the spray. 
Now, the “inside man has been displaced. 





yh? 


Today's modern sprayer can do just about 
anything. It can spray two rows of trees 
or one row, if that is all that is required. 
It can spray rows that are far apart or close 
together. It can spray rows of tall trees, 
average trees, or small trees, or two different 
kinds of rows at the same time. It man- 
ages to accomplish all this by widely vari- 
able combinations of nozzles and interior 
and exterior deflectors. Above, a sprayer 
covers both a tall, overhanging mature tree 
row and a young tree row at a much 
greater distance. 





| 0 to 15 
| percent of tree 
0° 







60 to 70 
percent 
of spray 


20 to 25 





/ 

/ percent of tree 
20 to 25 
percent 
of spray 


There's much more to the science than 
simultaneously spraying different types of 
trees. It is most important that the spray 
is divided according to the densiy of the 
tree. Thus, to fit individual orchard condi- 
tions, nozzle sizes can be ch and | 
can be arranged to put the most spray 
where there is the most tree. A typical 
basic spray pattern is shown above. 
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To cover the far side of a tree as well as 
the near side, the spray must be of sufficient 
volume and speed to carry through the 
nearside foliage. However, too high a speed 
and too intense a spray mean crop damage 
(above, left). On the other hand, slowing 
down the speed and reducing the intensity 
too much would result in inadequate cover- 
age. The answer (right) is the right size 
discharge area to carry a sufficient mass of 
spray at the proper speed to reach the far 
side of the tree and to cause a leaf-turning 
action, yet still treat tree and fruit gently. 


For the best job, the spray must not boil 
and work against itself (above, left), but 
must move in a smooth, straight column 
(right) that carries far and can be directed 
where needed. 


_ 
a 
— 
—— 
oe 
—- 
— 

—— 

os 


A straight spray is, again, the product of 
the right combination. The axial flow fan 
as used in a jet engine packs and acceler- 
ates air, yet pushes it in a nearly straight 
line (left). Adding straightening vanes 
(right) behind the axial flow fan take out 
the slight twist, giving a completely con- 
trolled stream. This perfect straightness 
must be niaintained even though the air 
must be turned at a right angle before 
leaving the sprayer. 








This right-angle turn is accomplished in 
the discharge section, shown in two views 
above. The turn itself is accomplished by 
a series of concentric guide vanes, and the 
air to be saturated rushes out in a smooth 




























radial pattern (left). Note that air to be 
saturated does not pass through a portion 
of the bottom of the unit nor through "the 
scoop," the opening behind the last guide 
vane. Instead, the air that passes through 
these areas (right) gives the spray the 
added push needed to reach the tops of 
the tallest trees. 





These two air flows are shown together 
in the drawing above, which also shows 
both the blower and the discharge sections 
in proper relationship. Together they form 
the operating heart of the sprayer. 


The spray fluid itself is provided in a 
series of nozzles along the outer perimeter 
of the main discharge section. 








EXTERNAL 
seen a” DEFLECTORS 


INTERNAL 
\ DEFLECTORS 








——-LOWER SIDE DEFLECTORS 


Final direction is given to the spray by 
upper and lower external deflectors and 
internal deflectors within the "scoop" sec- 
tion. These, along with the nozzles, deter- 
mine the length and direction of the 
spray. & 


Illustrations courtesy John Bean Div., 
Food Machinery 4 Chemical Corp. 


BUTANE-PROPANE News 


CALENDAR 


Coming events 
in the Industry 


August 2-4—Kentucky LPGA Annual 
Convention and Trade Show—Ken- 
tucky Hotel, Louisville, Ky. 


August 2-4—Alabama LPGA Annual 
Convention—Tutwiler Hotel, Birming- 
ham, Ala. 


August 2-4—New Mexico LPGA Annual 
Convention & Trade Show—Western 
Skies Hotel, Albuquerque, N. M. 


August 3-5—Oklahoma L. P. Gas Ser- 
vice School—University of Oklahoma, 
Norman, Okla. 


August 9-14—L. P. Gas Service and 
Carburetion Conference — Sponsored 
by the Florida LPGA—University of 
Florida, Gainesville, Fla. 


August 16-18—Nevada, Idaho, Utah 
—Joint Convention and Trade Show— 
Holiday Hotel, Reno, Nev. 


August 16-18—Georgia and South Caro- 
lina LPGA's joint meeting—General 
Oglethorpe Hotel, Savannah, Ga. 


August 17-19—Ohio LPGA service school 
—Ohio State University, Columbus, O. 


August 19—New York LPGA Summer 
Meeting and Clam Bake—Lake Shore 
Yacht and Country Club, Clay, N. Y. 


August 25—Pennsylvania LPGA Con- 
vention—Cocoa Inn, Hershey, Pa. 


September | 1-13—Wisconsin LPGA Fall 
Convention—Alpine Resort, Egg Har- 
bor, Wis. 


September 13-15—North Carolina LPGA 
Annual Meeting and Convention— 
Sir Walter Raleigh Hotel, Raleigh, 
N. C. 


September 18-19—Florida LPGA Annual 
Convention— Golden Gate Hotel, 
Miami Beach, Fla. 


September 23-24—IIlinois LPGA Annual 
Meeting—St. Nicholas Hotel, Spring- 
field, III. 


September 24—New England Gas Asso- 


ciation Safety Conference — Statler 
Hilton, Boston. 


September 25-26—lowa LPGA Fall Con- 
vention—The New Inn, Lake Okoboji, 
Okoboji, lowa. 


September 28-October | — American 
Welding Society fall meeting—Shera- 
ton-Cadillac Hotel, Detroit, Mich. 
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October 4-6—Oklahoma LPGA Conven- 
tion—Biltmore Hotel, Oklahoma City, 
Okla. 


October 5-7—American Gas Association 
41st Annual Convention — Conrad 
Hilton Hotel, Chicago, Ill. 


October 8-9—California Natural Gaso- 
line Association 34th Annual! “all 
Meeting—Huntington-Sheraton Hotel, 
Pasadena, Calif. 


October 12-14— Northeast Regional 
LPGA Convention and Trade Show 
—Sheraton-Park Hotel, Washington, 

b. ¢; 


October 13—Virginia LP Bottled Gas 


Association meeting—Sheraton 
Hotel, Washington, D. C. 


October 29-30—I3th National 


Hotel, New York City. 


October 30—West Virginia LPGA Con- 
Hotel, 


vention — Stonewall Jackson 


Clarksburg, W. Va. 


All associations are invited to send in 
dates of their forthcoming meetings for 


this calendar. 








WESTERN 


TANK & STEEL CORP. 


PO BOX 1338 POQ5-9474 


LUBBOCK, 


- 
The Nation’s No. 1 


LPG 


TEXAS 


Manufacturer of 


AUTOMOBILE, 


TRUCK 


AND 


TRACTOR 
TANKS 








Quick Detachable 
Overall Length 
Domestic 7" Truck | 1" 





Safety Hose Nozzles 


Repairs are easy 
Immediate shipment 
Nozzle Parts 
Adaptors, fo pipe- 
Acme-POL 


For information ask 
PARKHILL-WADE 


475 Huntington Drive, San Marino, Calif. 





Home 
Laundry Conference—Statler Hilton 
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All Classified Advertising payable with order. 
Copy must reach publisher's office prior to 
the Ist of month 
Address: Classified Advertising 
BUTANE-PROPANE News, 198 8. Alvarado 
Street, Los Angeles 57, Calif. 





DISPLAY CLASSIFIED 


$12.00 a column inch per issue. Choice of 18, 
14, 12, 10 pt. gt totes ee type for headings. Set 
with 1 pt. bor aximum ad size 3”. No 
cuts permitted. Publisher will set ad for 
maximum effect in space el By 











CLASSIFIED Advertising 


PRSTSATES. + bane ven eg 4 15¢ a word. 
Set in 6 pt. type wi t border. $3.00 minimum 
charge per insertion. If Blind Box number care 
of BP "Heus fo weed, count 0s five words. 


POSITION WANTED. Undisplayed rate is 
one half of above rate, payable in advance. 


DISCOUNT OF 10% if ue ng aes is —~ 
in advance for four consecu insertions of 
undisplayed ads. 








SITUATIONS WANTED 


FOR SALE—TRUCKS - TRAILERS - Cont. 





POSITION WANTED: PREFER SALES 
engineering of LP-Gas stand-by plants or in- 
dustrial gas equipment. Have six years’ LP- 
Gas experience as service man; manager; do- 
mestic, commercial, industrial, and carburetion 
installation. Will graduate from Southern 
Tech., a division of Georgia Tech., in Gas 
Fuel Technology this September. Desire to 
locate in the Rocky Mountain agg | a west- 
ward to coast. Reply Box 43, TANE- 
PROPANE News, 198 So. Pian St Los 
Angeles 57, Calif. 





22 YEARS’ EXPERIENCE IN ALL phases of 
LP Gas business. Available on 30 days’ ee 
Prefer S E Coast or Gulf Coast. Extra g 

on Carburetion. Reply Box 45, BUTANE 
PROPANE News, 198 So. Alvarado St., Los 
Angeles 57, Calif. 





HELP WANTED 





UNUSUAL OPPORTUNITY for an energetic 
married man for sales and service work with 
LP-Gas dealership, Cape Cod area. Some me- 
chanical aptitude required. Massachusetts oil 
burner certificate desired. Right man can look 
forward to seceing manager. Salary plus 
commission. ly giving full qualifications 
to Box 33, BU ANE-PROPANE News, 198 
So. Alvarado St., Los Angeles 57, Calif. 





WANTED: EXPERIENCED LP GAS service 
and delivery men to train for plant_manage- 
ment in Southeastern Wisconsin. Give age, 
experience, references, desired starting pay with 
employment record last 10 years. Reply Box 
28, BUTANE-PROPANE News, 198 So. Alva- 
rado St., Los Angeles 57, Calif. 





DEALERSHIPS 
MAN IN LPG, 


OPEN: EXPERIENCED 
bottles and bulk. Agency 


agreement. Good op pcan | if has railroad 
siding and spur. STRICTED TERRI- 
TORIES. WE FU RNISH EVERYTHING. 


Tank Car material, Butane or Propane. Ross 
Refineries, Inc., Bellevil'=, Ill. 


HAUL MORE PROPANE AND LESS 
STEEL! LOAD AND UNLOAD FASTER! 
Save the annual Federal tax on trucks that 
weigh more than 13,000 Ibs! Users praise the 
Nor-Tex 2500 WG Single barrel Payload 
Special of 202B X-rayed material and stress 
relieved. Weighs only 12,890 Ibs. Seg od 
equipped with High Flow Plumbing, eter, 
Hose, Hose Reel, Fire Extinguisher and mounted 
on cab-forward truck with 108” cab to axle di- 
mension. ee capacity pump boosts de- 
liveries to 50 GPM pagal — permits 
easy simultaneous of 
twin tanks with cue LB or liquid 
pump. These popular, carefully engineered and 
sleek designed Nor-T: Tex Single and Twin units 
are produced in four attractive models: The 
“Standard” —the “Custom’’—the payload ‘“Spe- 
cial” and the “DeLuxe.” That’s not all! Twin 
units, up to 2000 WG, are mounted on 85” 
cab to axle. Start hauling more gas and less 
steel. De it profitably and in much less time. 
Phone, wire or write for prices now. NORTH 
TEXAS TANK CO., Denton, Texas. Phone 
DUpont 2-5416. 





FOR SALE—TRUCKS - TRAILERS - Cont. 








TRINITY BULK TRUCK UNITS 


In stock, ready for immediate delivery. 
Buy early and avoid steel price in- 
creases. 
Write, wire or phone RAY REEDY 
TRINITY STEEL CO. 


. Texas 
Phone: FL-7-3961 











NEED A NEW OR USED 


PROPANE BULK TRUCK? 


Why don’t you call a man who KNOWS trucks, 
likes to TRADE, makes oc delivery, “_ EASY 
TERMS, and SAVES 
YOU MONEY. All dames in stock. Hundreds of 
SATISFIED ek Bang World Over. 


Preston G 
WHITE RIVER DISTRIBUTORS 
Ph. 570—Batesville, Ark. 











TRANSPORTS: nets OR TWIN 
barrel; new or used; for lease, or sale on 
budget or rental sale. pian If you want 
maximum payload, with all of the latest 
equipment engineered ". fit st truck, 
roads, and your hauling problem, get the 
LMC PAYLOADER 
Contact Lubbock Machine & Supply Co., 
Inc., Drawer 1589, Lubbock, =. 





WE SAVE YOU MONEY 
LOOK at this typical SPECIAL 


BRAND NEW 1959 Chev. 2 ton 
with 1800 gal. twin propane 
PIPED COMPLETE with Viking 
pump, Neptune Printer Meter, 20 
fire ext. 75’ each filler & vapor 
hoses, ICC lights, full size rear cabi- 
i & om READY TO USE— 


$636.00 Down and 36 payments 
of $181.45 including interest. 


You SAVE over $1,060.00 by buying 
instead of leasing. Other sizes (1400- 
2200 WG) & other makes new trucks 
(at FLEET PRICES) available. WE 
TRADE. We have USED TRUCKS 
& TANKS also. Call me anytime. 


Preston Grace 


WHITE RIVER DISTRIBUTORS 
Ph. 570—Batesville, Ark. 














FOR SALE—TANKS - CYLINDERS 











BUSINESS OPPORTUNITIES OFFERED 





LPG BULK PLANTS. WE SPECIALIZE in 
selling petroleum properties throughout Midwest. 
Have number desirable plants for sale. OLE 
BRODD, PETROLEUM MARKETERS, 605 
Produce Bank Bldg., Minneapolis. Minnesota. 





BUSINESS OPPORTUNITIES WANTED 





CAPITAL WANTED—$20,000 TO START 
«PG business in Europe. Reply Box 41, 
BUTANE-PROPANE News, 198 So. Alva- 
rado St., Los Angeles 57, Calif. 





WANTED TO BUY: SMALL LPG as 
business; have $10,000 to pay down. ey 
Box 42, BUTANE-PROPANE News, 198 
Alvarado St., Los Angeles 57, Calif. 





FOR SALE — TRUCKS - TRAILERS 





TRANSPORT. 5600 W.C. GALLONS. 250 Ib. 
twin barrel 1953 Trinity. Like new paint, tires, 
and tandem. Excellent transportation and/or 

rtable storage! Beverly 8-5235. Bob Ross 
ne., 10918 South Western Ave., Chicago 43, Ill. 
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TRADE WITH A TRADER! 


NEW & USED 
PROPANE TRUCKS 


I'll trade with you on the phone! 
My ONE MAN SALES FORCE (my- 
self) SAVES you the usual 10% sales 
commission, eliminates any mix-up on 
order, delivery date, financing, etc., 
yet this year, as in every year for 
past 10 years, I SELL MORE tank 
trucks than anyone else. If you have 
a trade-in, send me photo and descrip- 
tion. Used and NEW units (1400- 
2200 WG) in stock for delivery NOW. 
EASY TERMS — (10% Down — 36 
Mos. on balance—I carry my own 
paper). DON’T BUY OR LEASE a 
unit until you CALL ME—Day or 
night. WHO AM I? 
Preston Grace—Ph. 570 
WHITE RIVER DISTRIBUTORS 
Batesville, Arkansas 





STORAGE TANKS 

Immediate Delivery 
250% WP Propane Storage Tanks, 8,250 WG 
through 12,450 WG; 72” diameter; 10,170 ~~ 


throu, 
mediate delivery, our vee | fleet. 
end AVOID STEEL INCREASE. 
Write, wire or Moos RAY REEDY 
TRINITY STEEL CO. 
DALLAS, TEXAS 
Phone: FL-7-3961. 











PROPANE GAS SYSTEMS 


“Listed by Underwriters’ Laboratories, 
Inc."”” If you use as many as one load 
of tanks per year, it will pay you to 
contact us. Distribution throughout the 
Mid-West and Southern states. 


LOWRY TIMS COMPANY 
Quality Steel Products Division, Cleveland, Miss. 








SKID TANKS 
— IN STOCK NOW — 
3000 gallon size built especially rugged tor 
oil field use. Write, wire or phone 


Lebbock — a ag ~ A Co., ine. 
. O. Drawer 1587 
yh Texas 
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CLASSIFIED ADVERTISING 








FOR SALE—TANKS—CYLS.—Cont. 





7500-8270 GALLON T-1 and 202 Trailers. 
$7,495.00 to $7,795.00. New recaps. Will 
deliver 700 miles. Phone JE 6-1730, Pat & 
Chuck Supply, Fort Worth, Texas, C. H. 
Brannon. 





USED DELIVERY TANKS 
I—1040 Twin on 350 GMC—i954 model 
Good Condition 


ood Condition 
1—1430 Twin on 1951 Chev. Butane Powered 
Fair Condition 
LUBBOCK MACHINE & SUPPLY 
PO 25261—Box 1589—Lubbock, Texas 








FOR SALE—MISC.—Cont. 





DECALS MADE FOR TRUCKS, EQUIP- 
MENT. Small or large quantities, Catalog free. 
Mathews Co., 827 S. Harvey, Oak Park, Ill. 





SERVEL REFRIGERATORS 


4 & 6 cu. ft.—U-type Evaporator—$20.00 up 
6-7-8 cu. ft. Cross-top Freezer—$35.00 up 


Clean—Guaranteed—Low Cost Shipping 
FRED A. BROWN COMPANY 


170 W. Cumberland St., Phila. 33, Pa. 
Est’d 1918 Call Collect RE 9-1130 














FOR RENT or LEASE 








WANTED—MISCELLANEOUS 





WANTED—30,000 GALLON USED tanks; 

will consider 18,000 gallon also. Reply to Mid- 

west Bottle Gas Co., 119 North 3rd Street, 
Crosse, Wisconsin. 





6,000 to 30,000 PROPANE STORAGES for 
sale, rent or lease. Financing and installation 
available. Reply Box 38, BUTANE-PROPANE 
News, 198 So Alvarado St., Los Angeles 57, 
Calif. 





PROFESSIONAL SERVICES 








WANTED: USED LP GAS HOSE REEL; 
what have you? Wisconsin Gaservice Inc., 
P. O. Box 619 Oshkosh, Wisconsin. 





WANTED TO BUY: USED NORTEX Rocket 

Stations. Reply Box 44, BUTANE-PROPANE 

re 198 So. Alvarado St., Los Angeles 57, 
alif. 





FOR SALE—MISCELLANEOUS 





FOR SALE—IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic, Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto- 
matic temperature and pilot control. Less prod- 
uct. ng an gg sa ees; Write for de- 
scriptive pamphlet. Eure uipment Company, 
P.O. Box 396, Beloit, Wisconsin. 





DIXIE SEMI-LOCK HOODS, ALUMINUM 
and Aluminum coated steel. Wall bracket or 
free standing. GUARANTEED mechanically 
for life. $3.00 up. Dixie Manufacturing Com- 
pany, Elizabethtown, Kentucky, Box 65. Phone 
Collect RO-5-9229. 





TWO USED (in good condition) 4 x 5 Dean 
pumps. Complete with 5 H.P., 220, 3 phase, 
Group D, Class 1 motors. Only $450 F.O.B. 
Dodge City, Kansas or Tulsa, Oklahoma. Write 
or call Skelly Oil Company, Box 436, Tele- 
phone LOgan 1-3575, Kansas City, Missouri. 





“SIDE-ICER” BODIES DESIGNED espe- 
cially for delivery of 100 pound cylinders to 
customers. Side racks reduce height cylinders 
must be lowered or lifted. Bodies from 24 to 
49 cylinder capacity available for inspection in 
Indiana and Michigan. Any reasonable offer 
will be considered. Write for photographs and 
details. The Protane Corporation, 302 East 
131st Street, Cleveland 8, Ohio, 





SERVEL GAS REFRIGERATORS 


S400A—4 cu. ft. 
BN600A—6 cu. ft. 
S600A—with Cross-top Freezer 


Used: Guaranteed in good operating order. 
Excellent condition. Low delivery cost any- 
where. Send for illustrated folder NOW. 


BEACH REFRIGERATOR CO. 


196-11 Northern Blvd. Flushing 58, N. Y. 
Phone FLushing 7-616! 
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INDIVIDUALLY DESIGNED 
Ammonia and LP Gas Plants 


H. Emerson Thomas 
& Assoc., Inc. 
Westfield, N. J. 


LET MY 30 YEARS OF PRACTICAL “LP” 
experience assure you maximum profits. Equip- 
ment revisions, property evaluations for sa’ 
or refinancing, and assistance on legal suits also 
supplied. loyd F. Campbell anagement 
Webster Groves, 











Counselor, 821 Crofton Ave., 
Mo. 





PROPANE GAS PLANTS 


ANHYDROUS AMMONIA PLANTS 
Designed and Installed 
PEACOCK CORPORATION 
Box 268, Westfield, N. J. 











L. P. GAS 
INSURANCE 


Have your agent write us about our Com- 
plete and Comprehensive Coverage for Ade- 
quate Limits of Liability at Reasonable and 
Normal Rates with Specialized Safety En- 
gineering and Claim Service. Available only 
in Alabama, Arkansas, Arizona, Florida, 
Georgia, Kansas, Louisiana, Mississippi, 
New Mexico, Oklahoma and Texas. 

PAN AMERICAN FIRE & 

CASUALTY COMPANY 

Earl W. Gammage, President 

P. O. Box 1662 Houston, Texas 














BUSINESS RECORDS 


BUSINESS RECORD _ FORMS. ALL- 
WEATHER EZE-SNAP delivery invoices, for 
use when making LP gas metered truck de- 
liveries. 1000 sets (3 part ey with name, 
address and telephone. hy x 1000 sets. 
Advise make of meter. DEGREE DAY SYS- 
TEMS, Dept. BP WOODSIDE 77, L. L., N. Y. 


SERVING 20,000 PETROLEUM COMPA- 
NIES over 30 years with troleum price 
cards, customer reminder Eze-Stik labels, tele- 
phone call—service order—L/P metered deliv- 
ery invoices, Eze-Snap Service Form, Duralu- 
minum ticket holders, Sort-O-Matic Rack, etc. 
Write us for details, no obligation. DEGREE 
DAY SYSTEMS, Dept. BP., WOODSIDE 
77, NEW YORK. 








OPERATING 
AN L.P. GAS 
BUSINESS 


A Handy Reference 
Library of 12 
Practical Booklets 


Each booklet is a collection of 
the best articles on the titled 
subjects which have appeared 
in Butane-Propane News. 15 
or more subjects under each 
cover, from 48 to 64 pages of 
information written by au- 
thors recognized for their ex- 
perience in the industry and 
their technical know-how. 


1. Problems of Management 


2. Bulk Plant 
Design and Operation 


3. Fuel Transfer with 
Pumps & Compressors 


Servicing Domestic 
Appliances 


Consumer Bulk Systems 
Selling 

Commercial Applications 
Industrial Applications 
Farm Applications 


Poultry Brooding 
and Incubating 


Power 
Town Plants 


Available separately 
or as a set 








Peas aneaseeeeeeeoeueeeeeee4 


+; ORDER FORM 
BUTANE-PROPANE News 

198 S. Alvarado St., Los Angeles 57, Calif. 
Please send me, postpaid, the booklets 


(In California add 4% sales taz.) 
) Complete set of 12......$8.55 


INDIVIDUAL BOOKLETS 
) No. 

No. 

No 

No 

No.12— .50 


a 














City & State 
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Advertisers “These advertisers carry additional information on their 
products in the 1959 Butane-Propane Catalog. 
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GUARANTEED QUALITY because, in addition to 
our own rigid inspection, all tanks are National Board 
approved and are inspected and certified by Hartford 
Steam Boiler Inspection and Insurance Company. 


STEEL-GRIT-BLASTING removes all mill scale 
before prime coat of paint, provides a superior bonding 
surface that assures lower maintenance cost throughout 


QCf 


Write for the free four-page bulletin, 
“ACF Storage Tanks”, or ask any 
American Car and Foundry 

Sales Office for a copy. 


AMERICAN CAR AND FOUNDRY 


DIVISION OF ACF INDUSTRIES, INCORPORATED 


the life of the tank. Steel-grit-blasting inside assures per- 
fectly clean, trouble-free installations. 


STANDARD SIZES from 6,000 to 30,000 gallons 
and more, entirely fabricated at QC f, assures prompt 
delivery and economy, easy specifying for your needs. 
Optional features include integral steel saddles, Uni- 
formed one-piece flued manway. 


Storage Tanks for 
propane, chlorine, 
refrigerant gases— 
Propane Transports— 
Chemical Transports- 
Safety Valves 


750 THIRD AVENUE, NEW YORK 17, N.Y. 


SALES OFFICES: New York ¢ Chicago « Cleveland * Washington, D.C. « 


Philadelphia «+ 


San Francisco « St.Louis ¢ Berwick, Pa. * Huntington, W. Va. 
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HELPING YOU SOLVE 


The Case of the Missing Profits! 


Volume up... profits down? Where have those 
profits gone? Hidden factors can cause a slump in 
profits even while the sales curve climbs. The Philgas 
Business Control Workshop can help you find and 
stop these leaks. The Workshop is a 2-day “shirt 
sleeve” session . . . definitely not a “‘sales meeting.” 
Actual case histories of successful businesses are 
examined. Practical, workable plans for inventory 
control are suggested, along with other procedures 
which have proved successful in this field. 

Ask any Phillips LP-Gas distributor who has at- 
tended the Workshop, and find out first-hand how 
you can profit by attending. The Workshop will 
benefit any LP-Gas business large of small . . . can 
help you control your business expenses, step up 
turnover of capital invested . . . make more profits! 
Call your nearest Philgas sales office. Ask when the 
next Workshop session will be held in your area. 


% Philgas is the Phillips Petroleum Company trademark 
for its high quality LP-Gas (propane, butane). 
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OTHER AIDS FOR PHILGAS* DISTRIBUTORS 


1. Phillips Technical Service 
. « « prompt, personal assist- 
ance on your operating and 
technical problems. 


2. Planned Delivery System 
. more efficient use of your 
trucks and drivers. 


3. Even Payment Plan. . . 
more convenient for your cus- 
tomers and for you. 


4. Adequate Supply . . . as- 
sured by Phillips underground 


) 


> 
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THE ALL-PURPOSE. FUEL 


storage facilities, pipelines and 
tank car fleet. 


5. Philgas Consumer Adver- 
tising . . . radio and magazine 
ads in farm publications help 
you sell more Philgas. 


6. Cooperative Advertising 
Plan... local newspapers, 
radio, TV, signs and other ap- 
proved forms of advertising. 


7. Sales Promotion Aids. . . 
streamers, point-of-sale ma- 
terial, window signs, mailing 
pieces. 
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PHILLIPS PETROLEUM COMPANY 


SALES OFFICES: 


SALES DEPARTMENT, Bartlesville, Oklahoma 
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NEW YORK, N.Y.—80 Broadway 

OMAHA, NEB.—3212 Dodge St. 
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